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SOUTHGATE SEES 
NUMEROUS ABUSES 
IN GENERAL COVERS 


Calls Most of These Contracts Bro- 
kers’ Schemes to Grab Local 
Agents’ Business 








PRACTICE IN THE SOUTHEAST 





Many Covers Written General When 
They Should Be Specific and 
Pay More Money 





This interesting report on ge neral cov- 
ers as seen in the Southeast, was writ- 
ten by Thomas Southgate, of Southgate 
cy Son, Durham, N. C., one of the most 
prominent agents in the country to be 
read at the mid-year conference of 
the National Association of Insurance 
Agents. Because of the crowded pro- 
gram the report was not reached and 
this is its first publication, 

‘ _ Al ’ r 
By THOMAS F. SOUTHGATE 

It is quite probable that general cover 
contracts have obtained a position in 
the business of fire insurance that is 
permanent, and there seems to be no 
question but that in many instances 
such a form is proper and entire’y jus- 
tified, this due to the recognized theory 
held by our foremost underwriters that 
the time has arrived when companies, 
agents and brokers are compelled to 
give their customers the cover that best 
suits their needs at the lowest possible 
cost. 

At the same time, there is much 
ground for improvement in the safe- 
guarding of the just premiums that 
such a contract should earn. At pres- 
ent many such policies are written on 
a monthly reporting basis, and [I am 
told by company officials that in some 
instances the premiums for the first few 
months are quite large, but when the 
assured checks his books he succeeds 
in finding that his liability in most 
places has been less than he supposed, 
due to frequent sales, fluctuations in 
prices, etc., and the return premiums 
are almost as much as the whole of the 
earned premiums. Furthermore, these 
reporting covers, supposed to be on a 
month'’y basis, often are reported at 
intervals of sixty and ninety days. 
There is a great advantage to a con- 
cern having scattered values in various 
locations obtaining such indemnity— it 
is convenient from a bookkeeping stand- 
point, it eliminates to a certain extent 
short rate cancellations and protects 


(Continued on page 14) 











First British Insurance Office Established in United States A. D. 1804 


PHCENIX 


ASSURANCE COMPANY LT© OF LONDON 


(ESTABLISHED 1782) 


NEW YORK, FRIDAY, 


MARCH 31, 1922 


$3.00 


a Year; 25c. per Copy 




















A Corporation which has stood the test of time! 


140 YEARS of successful business operation. World- 
wide interests. Absolute security. Excellent service 


and facilities. 





UNITED STATES 








PERCIVAL BERESFORD, U. S. Manager 


HEAD OFFICE 
100 WILLIAM STREET, NEW YORK CITY a protest 


SAY IT’S 





| N. ¥. REALTY OWNERS 
GOTO COMMISSIONERS 


WITH PROPAGANDA 





Ask Insurance Departments to Request 
That Governor Miller Veto $100,- 


000,000 Housing Bill 





STATE DISCRIMINATION 





A Lot of Nerve, is Opinion of Some 


Commissioners; Text of 


active 


Circular 





The United Real Estate Owners As- 
sociation of New York, of which Stew- 
art Browne is president, and which has 
been 


in the newspapers and 


at Albany, in eonnection with the Lock- 


wood 


Invest 


igating Committee, has 


sent to every insurance commissioner 


their assets 





| 








are 




















“AMERICA’S OLDEST FIRE AND MARINE INSURANCE COMPANY ”’ 


1792 


CAPITAL............$5,000,000 
FIRE—AUTOMOBILE—MARINE 


Brokerage and Service Department 
CHAS. F. ENDERLY, Manager 
122-126 WILLIAM STREET, 


INSURANCE COMPANY of NORTH AMERICA 
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the bill, 


State 


surance 
construct 
risk housing 
= of New York State only, to the extent 
of their total assets. 

The present New York State law pro- 
hibits New York State insurance com- 
panies in the interests of their policy- 
holders from 


of 10% 


structing buildings. 


York 


against the passage of the 
bill by the New York legislature per- 
mitting, for a limited period, life insur- 
ance companies to invest a portion of 


in buying land and con- 
The commissioners 


requested to send a message to 
Governor Miller asking him not to sign 
which has been designated as 
a $100,000,000 building proposition. The 
measure is an attempt to relieve the 
housing situation. 

Some of the insurance commissioners 
thought that 
Real Estate Owners Association, in at- 
tempting to carry a New York State 
fight outside of the commonwealth, and 
expecting them to ignore the New York 
Insurance 
over its head to the governor, is one 


of the prize pieces of nerve seen in 
some time. 


the action of the United 


Department and go 


The Letter 


The letter of Stewart Browne reads: 
Dear Sir:—A bill has just passed the 
New 
authorizes the New York State life in- 
companies to buy 
for their own account and 


State Legislature which 
land and 


in the first class cities 


buying or owning real 


EQUI ABI FE. i IFE. estate except for their own occupancy. 
I The r f i i i 


68% of all business written since organization 


Address: 


Insurance Company 
OF IOWA 


Results of 1921 
Insurance in Force....... 
Admitted Assets ....... 
Ratio of Actual to Expected Mor- 

CY i inn 4600560580 060000005% 


still in force. 


For information regarding Agencies 
Home Office, Des Moines 


.+++++9 39,234,839.04 


In 


and is 
addition 


result of this bill will be to pro- 
hibit these companies from entering the 
building business in your state while 
permitting them to do so in New York 
State 


‘herefore discriminatory. 
to the above, as these 





. $286 934,616.49 


34.7% 
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companies are doing an interstate and 


international business, 10% of their 
total assets will equal at least 40% 
of their New York State policy re- 
serves. 


In the interests of these companies’ 
policyholders, this bill should be vetoed 
by Governor Miller and we think it is 
your duty to write the Honorable Na- 
than L. Miller, governor of the State of 
New York, at Albany, asking him to 
veto such bill, as it this discrimina- 
tory legislation becomes law your state 
may be required to prevent the New 
York State life insurance companies 
from doing business in your state. 

STEWART BROWNE, President. 
Statement to Legislature 


In a statement to the legislature the 
United Real Estate Owners’ Association 
says in part: 

“Ths bill pretends to limit the rents 
of new housing built under it to $9 per 
month per room, while in reality it 
does not limit the rents at all. It is 
stupidly or deliberately misleading. It 
pretends to be an emergency measure. 
It is not so drawn It pretends that 
housing renting for over $9 would not 
be allowed as an admitted asset. It is 
not so drawn. Housing renting for 
$100 per month per room and upwards 
would be ‘admitted’ as an asset. 

“Permitting life insurance companies 
to invest 10% of their ‘admitted assets’ 
in buying land, constructing, renting 
and selling housing will not endanger 
the security of its policyholders, even 
if any company was foolish enough to 
do so, Which we don’t believe ds in the 
realm of probability. The legislature 
of the State of New York, while it has 
the legal right, has no moral right to 
pass such legislation and which has 
heen prohibited for twenty or twenty- 
five years by every state of the United 
States While this bill is only ‘Per- 
missive,’ next year there will be a 
demand to make it ‘mandatory,’ be- 
cause the permissive. feature will not 
build housing to rent for $10 per month 
per room.” 


THIRD YEAR LOANS 


Should Be Limited to Amount Just Suf- 
ficient to Pay Annual Premium 
With Interest 





“Field News” of the Western & South 
ern Life says regarding third year loans 
on Ordinary policies: 

“Loans on ordinary policies during 
the third year of the policy should be 
limited to an amount just sufficient to 
pay the annual premium for the third 
year with interest for the year in ad 
vance on the loan. If a semi-annual or 
quarterly has been paid in cash on the 
third year then the loan should cover 
only the remaining instalment or instal- 
ments to complete three policy years 
with interest on the loan in advance to 
the end of the third year. 

“A loan must not be requested at the 
beginning of the third year to pay the 
first semi-annual and no more, or to 
pay the first quarterly and no more. 
No loan will be made in the third year 
of a policy unless the third year is fully 
paid through the loan. These loans 
should not be offered in the third year 
except to pay premium, and then only 
to save business from lapsing.” 


BIG INCREASE IN ASSETS 

The assets on hand December 31, 
1921, according to the fifty-first annual 
statement of the Life Insurance Com- 
pany of Virginia, were $28,308,449. Sur- 
plus, including capital stock, amounted 
to $3,199,303, and the outstanding in- 
surance was $214,188,461. The premium 
income during 1921 amounted to $7,122,- 
455. The increase in assets was $4,164,- 
939, and the increase in insurance in 
force was also appreciable, being $6,886,- 
742. The Life Insurance Company of 
Virginia has paid to its policyholders 
since organization the sum of $27, 
720,705. 














MR. SUCCESSFUL LIFE INSURANCE AGENT: 


Do you want to secure a General Agency for yourself? 
this, it is 


If so, read 


WORTH KNOWING 





A $5,000 Policy in the United Life and Accident Insurance Company 


; guarantees 


FIRST, that in case of death from any cause, $5,000, the face of the 


Policy, will be paid. 


SECOND, that in case of death from any ACCIDENT, $10,000, or 


double the face of the Policy, will be paid. 


THIRD, that in case of death from certain specified accident, $15,000, 
or THREE TIMES the face of the Policy, will be paid. 


FOURTH, that in case of total disability as a result of accidental 
injury, the Company will pay direct to the insured at the rate of $50 
PER WEEK during such disability, but not to exceed 52 weeks, after 
which the weekly indemnity will be at the rate of $25 PER WEEK 


throughout the period of disability. Can insurance do MORE? And 
why should any man be satisfied with a policy that would do less? 


Annual Premium, Age 35, Ordinary Life, $128.05. Twenty Payment 
Life, $167.10. Twenty Year Endowment, $235.10. 


United Life and Accident Insurance Co. 
Home Office, United Life Building, Concord, New Hampshire 











Haley Fiske, president of the Metro- 
politan Life, has called the attention of 


the 


Woodrow Wilson Foundation, the fund 
of $1,000,000 now being raised, the in- 
terest 
award or awards from time to time by 
a ne 


the 


field force of the company to the 


upon which is to be used for 


itionally constituted committee to 
individual or group that has ren- 


dered within a specified period meri- 


torious 
welfare, 
through justice, 
of the founders of the Fund. 


A. 
Joseph D. Bookstaver Agency yester- 


day. 


service to democracy, public 
liberal thought or peace 
President Fiske is one 


R. Spier addressed the staff of the 


tual. 


Edward A. Woods, of 
general agent for Pennsylvan:a for the 
Equitable Life Assurance Society, has 
nominated as the candidate of 
the National Association of Life Under- 
writers for the vacancy on the Board 
of Directors of the Chamber of Com- 


been 














NEW DISTRICT MANAGER 

Wendell 
cliff, Long Island, has been appointed 
district 
folk counties for the Connecticut Mu- 
The appointment became effective 
on March 15. 
with 
Abry. 


S. Moore, located at Sea- 


manager for Nassau and Suf- 


Mr. Moore is connected 


the general agency of Fraser & 





Pittsburgh, 


merce of the United States. 





| 


| 
| 








VALUABLE LEADS 





The Guardian Agent never needs to worry 


about finding prospects. 


Through its PROSPECT BUREAU the Company 
obtains inquiries from interested prospects. These 
valuable leads help the Agent do a bigger and better 


business. 


For full information regarding the advantages of repre- 


senting The Guardian, address: 


T. LOUIS HANSEN, or 


Vice-President 


The Guardian Life Insurance 
Company of America 


Established 1860 under the Laws of the State of New York 


Home Office . ‘“ = 


50 Union Square, New York 


GEORGE L. HUNT, 
Supt. of Agencies 


























Push Life Insurance 
To Cover Mortgages 


MARCH GOOD MONTH FOR DRIVE 








Records in Every City Furnish Fine 
Leads, Says G. W. Noble, of New 
England Mutual 





G. W. Noble, president of the Gen- 
eral Agents’ Association of the New 
England Mutual Life, and _ general 
agent of that company at Omaha, Neb., 
one of the live wires of the organiza- 
tion, has sent out a bulletin to the 
members of the General Agents’ As- 
sociation in wich it is suggested that 
business during the month of March 
be conducted under the slogan “Life 
Insurance to Cover Mortgages.” In 
his bulletin President Noble says: 

In line with the idea of a uniform 
subject throughout all our agencies, we 
have selected mortgages for March. 
March is the month for moving, for 
making loans, for renewing old loans, 
for entering into new financial con- 
tracts and it is consequently a good 
month to interview men on the subject 
of special life insurance to cover indebt- 
edness. 

When a man wants to fence his 
suburban lot so. that he may have a 
nice garden, he would not consider that 
he had protected his garden if he had 
put up several rods of fence even if 
the panels were in themselves strong 
and painted white. He would under- 
stand that one little panel lacking lets 
in the stray animals and his garden 
is not protected. So he may have a 
life insurance sufficient for his wife’s 
absolute needs, yet a mortgage or debt 
in which she is obligated, may render 
her a pauper just the same. 

When a man dies, debts invoice 100% 
but assets have a terribly uncertain 
value. It is our purpose to make the 
wall of protection about the home com- 
plete and in March we erect, the panels 
against mortgage debts. In every city 
there ig published daily a mortgaze 
record, showing all the mortgages filed. 
It will give valuable and accurate in- 
formation. All agents who are shy of 
good prospects will find mortgages a 
signboard pointing to the right road. 





NEW DIRECTOR 

At a regular meeting of the board of 
directors of the Connecticut Mutual 
William R. C. Corson was elected to a 
directorship as the successor of the 
jate Colonel William C, Skinner. Mr. 
Corson was bern in New York City in 
1870, but has lived in Hartford since 
1873. He was graduated from Yale in 
1891. In 1907 he became an assistant 
to Frank S. Allen in the mechanical 
engineering department of the Hart- 
ford Steam Boiler Inspection & Insur- 
ance Company. In 1916 he was elected 
secretary of the company, and later a 
director and treasurer. 


NATIONAL GETS BIG PRODUCER 
Wolf Seidman, who for several years 
past has written more than a million 
in new business annually, has become 
associated with B. F. Maxey, agency 
supervisor for Eastern Pennsylvania 
for the National Life, with offices in 
the Connell building at Scranton. Mr. 
Seidman comes to the National as one 
of the big producers of the company. 

PAMPHLET ON MORTGAGES 
The State Mutual is issuing a pamph- 
let, called the “Mortgage Leaflet,” 
which sets forth the opportunities in 
the mortgage field. The information 
that the majority of homes are mort- 
gaged is followed by the logical con- 
clusion that every mortgage should be 
protected by a policy. 








H. H. Cottingham, formerly assistant 
manager for the Canada Life, at Winni- 
peg, has been appointed manager to 
succeed A. M. Campbell, who will act 
as consulting manager. 
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Accelerative Policy 
Called Illegal; Official 
Then Changes His Mind 


MUTUAL BENEFIT’S CONTRACT 








What Attorney General Allen, of Mas- 
sachusetts, Said in His Initial 
Ruling 

After rendering a decision that the 
Mutual Benefit’s Accelerative Endow- 
ment policy was illegal in Massachu- 
setts, Attorney General J. Weston Al- 
len, of that state, withdrew his opinion 
a few days later. Below is the first 
story sent out. 








Massachusetts Attorney General Al- 
len has given an opinion to Commis- 
sioner Hobbs that the Mutual Benefit’s 
“Accelerative Endowment” policy has 
failed to conform to the provisions of 
the life insurance laws of the Common- 
wealth, which, he says, do not permit 
of such a form of policy being issued. 
The Attorney General further says that 
the life insurance statutes of the state 
require the Insurance Commissioner to 
take measures to prevent the company 
from doing new business within the 


Commonwealth, In his opinion Attor- , 


ney General Allen said in part: 

“It is said that the accelerative en- 
dowment plan is favorable to the policy- 
holder. Upon that point I express no 
opinion. The precise auestion is whether 
the statute permits a foreign company 
to add options to those defined in Sec- 
tion 140, or whether the company is 
confined to these options expressly de- 
scribed in that section. It is for the 
Legislature alone to determine whether 
it will permit the accelerative endow- 
ment plan to be added to the options 
already provided by law and to that 
body arguments as to the desirability 
of that plan must be addressed. 

“You requested that in the event that 
my opinion should be that the accelera- 
tive endowment option was illegal, I 
should further advise you as to whether 
the provisions of Section 140 would not 
require you to take measures to pre- 
vent the Mutual Benefit Life Insurance 
Company from doing new business with- 
in the Commonwealth. The answer to 
this inquiry is in the affirmative.” 

In another part of the opinion it is 
pointed out that the statute governing 
life insurance companies provides that 
the surplus of a foreign mutual life com- 
pany shall be distributed annually and 
not otherwise, (1) by payment in cash, 
or (2) applied to reduce the premium, 
or (3) to the purchase of paid up addi- 
tions to the insurance, or (4) to be left 
to accumulate to the credit of the policy. 

The accelerative endowment plan of 
the company is that “instead of using 
dividends in reduction of the annual 
premiums, the insured may at his dis- 
cretion pay his premiums in full in cash, 
the annual dividends being applied to 
convert the policy into an endowment 
policy and to shorten the endowment 
term without increasing the annual pre- 
miums.” 





WRITES 100 CASES A YEAR 





Looks As If Kesselman Would Become 
Member of Half Million 
Club in 1922 





Isaac Kesselman, of the Broadway 

Agency of the Equitable Life, writes 
nearly 100 cases every year. In 1916 
he was a guest of the Century Club, in 
1919 he became a Century Club member, 
in 1920 he attained the $150,000 Corps, 
and in 1921 he became a Quarter Mil- 
lion Club man, 
; He began 1922, determined upon mak- 
ing a better record than in any pre- 
vious year. In January he gave himself 
an allotment of fifteen applications, and 
went over the top with twenty-one com- 
pleted cases, for $57,500. That he will 
soon be a member of the Half Million 
Club of 1922 goes without saying. 











Numa Pompilius is still another old Roman who fur- 
nished the world with a wise reason for life insurance. 
His niche in history, however, is not traceable to this 
but rather because he was the first advocate of disarm- 
ament and for the further reason that he altered the 
calendar months into the order we now have them— 
incidentally supplying us with February. He was a 
lover of peace and during his forty-three years of 
Roman control “on the iron shields spiders hung their 
webs.” But the real high spot was his advocacy of 
Faith and Honor and Loyalty as the watchword to 
national and individual success. He erected temples to 
these standards and taught that l‘aith and Honor and 
Loyalty comprised the most solemn oath the citizens 
could swear to. And to this day the man who is faith- 
ful in his affections, honorable in his life and in his 
business, and loyal and steadfast in his friendships, is 
the man to be admired. Life insurance means Faith and 


Honor and Lovalty above all else. 


The Prudential 


Insurance Company of America 
Incorporated under the laws of the State of New Jersey 


Forrest F. Dryden, President 
Home Office, Newark, New Jersey 








Accelerative Form 
On File in Department 
Since 1907, Says Rhodes 


COMMENTS ON ADVERSE RULING 





Formally Approved By Insurance 
Commissioner on Three Separate 
Occasions; in State 70 Years 





Vice-President E. E. Rhodes, of the 
Mutual Benefit Life, from the office of 
Floyd E. DeGroat, general agent of the 
company, issued the following state- 
ment in regard to the opinion handed 
down by Attorney General I. Weston 
Allen to Commissioner of Insurance 
Clarence W. Hobbs, which declared that 
in issuing its “accelerated endowment” 
policy the company had failed to com- 
ply with the provisions of the Massa- 
chusetts statutes: 

“The policy forms of the Mutual Ben- 
efit Life Insurance Company, which the 
Attorney General has held not to be 
authorized by the statute have been 
filed with the Insurance Commissioner, 
as required by law, since 1907. They 
have been formally approved by him on 
three different occasions, the last ap- 
proval being in 1921. 

“In 1909 a bili was introduced in the 
General Court which would have pro- 
hibited the accelerated endowment 
plan of using dividends. That bill was 
acted upon adversely by the General 
Court. In the fall of 1909 the company 
filed new policy forms with the Insur- 
ance Commissioner which contained 
the same accelerative endowment pro- 
visions that had been incorporated in 
the former policy forms. 

“Before approving the new forms the 
Insurance Commissioner conferred with 
the Attorney General’s office and was 
advised that the forms might be ap- 
proved. The Attorney General in his 
recent ruling does not pass on the 
merits of the company’s accelerative 
endowment plan. He simply holds that 
under the statute a company cannot 


-grant to its policyholders any provis- 


ions, or render any service other than 
is stipulated in the insurance law. Other 
companies are affected by the ruling 
as well as the Mutual Benefit. 

“The Mutual Benefit has been doing 
business in Massachusetts for about 
seventy years. It has always complied, 
and always will comply, with the law, 
and in its policy contracts it has been 
governed entirely by the action of suc- 
cessive Insurance Commissioners and a 
former Attorney General, all of whom 
have approved the company’s course. 
The accelerative endowment plan has 
been in use since 1875. It is highly es- 
teemed by those policyholders who have 
taken advantage of it, and no policy- 
holder has ever complained of the re- 
sults accomplished under it.” 





NAMES W. D. BARLOW 


Waldo D. Barlow, formerly agent for 
the Connecticut General, has been ap- 
pointed general agent for the Equitable 
Life of Iowa to open the new territory 
of Maryland and the District of Colum- 
bia, The officers of the new agency are 
located in the Calvert Building, Balti- 
more, and an active campaign is 
planned in order to establish the com- 
pany in this territory. 

Mr. Barlow was high man during six 
consecutive months in his work with 
the Connecticut General as an agent in 
Baltimore, and he intends to carry out 
his own methods through the new office. 
Although this is the Equitable of Iowa’s 
first attempt in this field, successful 
agencies are established in the neigh- 
boring states of Pennsylvania, New Jer- 
sey and Virginia. 





NEW NORWICH AGENT 
John E, Fitzgerald, 52 Peck street, 
Norwich, Conn., has become an agent 
of the Metropolitan Life in that city. 
Mr. Fitzgerald was formerly with the 
Alling Rubber Company. 
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The Company OF the People, FOR the People—made BY the People 
The Greatest Life Insurance Company in the World. 


{ In Assets ws In Business Placed In Service to the Public 
Greatest ? In Income Greatest In Business Gained Greatest 2In Reduction of Mortality 
In Business in Force lin Health and Welfare Work 


‘(In Gain of Each 





METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORPORATED BY THE STATE OF NEW YORK) 


HALEY FISKE, President FREDERICK H. ECKER, Vice-President 
Business Statement, December 31, 1921 

Assets - - - - - - - - - $1,115,583,024,54 
Larger than those of any other Insurance Company in the World. 

Increase in Assets during 1921 - - - - - $134,669,937.37 
Larger than that of any other Insurance Company in the World, 

Liabilities - - - - - - . - $1,068,341,845.04 

Surplus - - . - - - - - - $47,241,179.50 

Ordinary (annual premium) Life Insurance paid for in 1921 $897,949,212 
More than has ever been placed in one year by any other Company in the World. 

Industrial (weekly premium) Insurance paid for in 1921 $666,840,395 


Total Insurance placed and paid for in 1921 - - - $1,564,789,607 


A larger amount placed in one year than by any other Company in the World. 


Gain in Insurance in Force in 1921 - - - - - $625,695,325 
Al larger gain in one year than that made by any other Insurance Company in the 
World. 


Total Amount of Outstanding Insurance ~ - - - - $7,005,707,839 


Larger than that of any other Company in the World. 


Ordinary (that is exclusive of Industrial) Insurance in Force $3,892,267,274 
Larger than that of any other Company in the World. 

Number of Policies in Force December 31, 1921 - - 25,542,422 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies - - - " 1,642,425 

Number of Claims paid in 1921 - - - - - 323,531 


Averaging one claim paid for every 27 seconds of each business day of 8 hours. 
Amount paid to Policy-holders in 1921 - - - - $91,348,472.98 
Payments to policy-holders averaged $630.16 a minute of each business day of 8 
hours. 
Reduction in Industrial mortality in 10 years, 31.9 per cent. 
Typhoid l’ever reduction, 71 per cent.; Tuberculosis, 49 per cent.; Heart disease, 
19 per cent.; Bright's disease, nearly 30 per cent.; Infectious diseases of chil- 
dren, nearly 37 per cent. } 
Death Rate for 1921 on the Industrial business lowest in history of Company. 
Dividends declared payable in 1922, nearly - - - $16,000,000 


Metropolitan Nurses made 2,136,000 visits in 1921, free of charge to sick Indus- 
trial Policy-holders, including 18,984 visits to persons insured under Group 
policies. 


Metropolitan men distributed over Twenty-five Millions of pieces of literature 
on health— 


Bringing the total distribution to over 238,000,000 exclusive of Company’s health 
magazine, of which over 18,000,000 are annually distributed. 
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N. Y. Department Gets 
Complaint Against 
Slosson & Smyth 


RAN MISLEADING PAPER AD 
Said They Had Choice of All Compa- 
nies and Reflected Upon Insurance 
Agents 





On March 15, the day after the Life 
Association of New York 
Hotel 
advertisement 


Underwriters’ 
held 
Astor, a 


its Sales Congress at the 
large display 
on life insurance appeared in the “New 
York This ad included three 
statements which are alleged to be un- 
true and another statement which was 
a serious insinuation against every 
agent who lives up to the ethics of 
his business or profession. > 

Siesson & Smyth, the firm of insur- 
ance brokers which ran this advertise- 
ment, have been conducting for some 
time an extensive publicity campaign 
in the other branches of the insurance 
business. Apparently, the advertising 
matter in ihe previous displays did not 
give offense, but when this brokerage 
firm published an advertisement an- 
nouncing “independence Day for buy- 
ers of life insurance” it over-sStepped 
itself in its effort to attract buyers of 
life insurance. The Committee’ on 
Business Practices, one of the most im- 
portant committees of the New York 
Life Underwriters’ Association, called 
the attention of the New York Insur- 
ance Department to this advertisement 
of Slosson & Smyth and sent copies 
of the advertisement to the superin- 
tendents of agents of the various life 
insurance companies which operate in 
New York. 

After stating that 
nine life insurance companies from 
which their “experts” will make their 
selection the ad reads: “We do busi- 
ness with all important life insurance 
companies, but are not tied to any 
one company. We are free to pick 
and choose—for your best interests.” 

The Committee on Business Practices 
points out, in its report to the Super- 
intendent of Insurance, that there are 
not thirty-nine life insurance companies 
doing business in New York State, and 
that the firm of Slossun & Smyth does 
not do business with all important life 
insurance companies nor is it free to 
pick and choose. There are a number 
of life insurance companies operating 
in New York State with which they do 
not place business. In view of the above 
statements of fact, the Committee on 
Business Practices suggests that the 
advertisement is misleading. 

A Base Insinuation 

It further protests against the insinu- 
ation that general insurance’ brokers 
give better service than the life in- 
surance agents. The sentence infer- 
ring this is a serious insinuation against 
the life insurance fraternity; it reads 
as follows: ‘The life insurance agent 
may know that other companies have 
more liberal policy forms and lower 
rates than his own—but in all loyalty 
to his own company, is he likely to 
tell you?” 

Investigation disclosed that C. A. 
Slosson is licensed to do business witn 
two life insurance companies and that 
D. G. Smyth is licensed with two life 
insurance companies, both members of 
the firm representing but three com- 
panies between them. It is interesting 
to note, in passing, that two of the 
three companies are stock companies. 
As firms are not licensed as such to 
write life insurance in this state, and 
under Section 91 of the Insurance Law 
it would be impossible for one partner 
to share in commissions of the other 
Partner unless both partners were li- 
censed with each company involved, 
the Chief of the Complaint Bureau of 
the New York State Insurance Depart- 
ment will look into this case. The 
terms of the advertisement are mis- 


Times.” 


there are thirty- 


leading and this matter is probably a 
violation of Section 61 of the Insurance 
Law, consequently it appears that the 
firm of Slosson & Smyth is not familiar 
with the Insurance Law. 

The following is a copy 
vertisement: 


Independence Day—For Buyers of 
Life Insurance 


Today we announce a novel and sen- 
sible way of buying life insurance. Our 
new Life Insurance Department puts 
at your service the knowledge and ex- 
perience of broad gauged life insurance 
experts who will 

1.—Study independently your insur- 

ance needs—and then select from 
the hundreds of modern policy 
forms, the one which best meets 
those needs. 

2.—Select independently from the 39 
life insurance companies, com- 
pany which will give you the best 
results for your money. 

The life insurance agent 
that other companies have more lib- 
eral policy forms and lower rates than 
his own—but in all loyalty to his own 
company. is he likely to: tell you? 

We do business with all important life 
insurance companies, but are not tied 
{O any one company. We are free to 
pick and choose—-for your best inter- 
ests. 

We hbe‘ieve that this broad plan is an 
important advance over the one-com- 
pany method of buying and selling life 
insurance. Be one of the first to take 
advantage of it. Write -or better yet 
tele s caaeiaaail us. 


PENNSYLVANIA LEADS 


Pennsylvania continued to maintain 
its lead in production for the Equitable 
Life of Iowa in February. This state 
achieved first place in December. The 
production in February was $750,187. 
The A. D. Wallis agency of Philadelphia 
continued to hold its lead and finished 
before the Pittsburgh ageney with a 
production of $264,500. . 


of the ad- 


may know 
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Des Moines, Iowa 





BANKERS LIFE COMPANY LEADS 
ENTIRE UNITED STATES 

The Only Life Insurance Company in America, 
$100,000,000 a year or more, 
(Excluding companies writing industrial insurance) 
Paid-for business for 1921 a 


and restored) ........«. 
Paid-for business for 1920 (Issued, 


Bankers Life Company 


writing 
to show a gain over 1920. 


increased 


‘increased 


. $111,000,000 


95,000,000 | 
.--$ 16,000,000 


Geo. Kuhns, Pres. 














esata of all members. 





A PENN MUTUAL PREMIUM, less a PENN MUTUAL DIVIDEND, 
purchasing a PENN MUTUAL POLICY, containing PENN MUTUAL 
VALUES, make an INSURANCE PROPOSITION which in the sum ef 
ALL ITS BENEFITS, is unsurpassed for net low cost and care of inter- 


THE PENN MUTUAL 


Life Insurance Company 
OF PHILADELPHIA 


On January 1, 1909, rates were reduced and values increased to full 
8% reserve 








NEW GENERAL AGENT 
Joshua B. Clark, of the 
of the State Mutual, has been made a 
member of Williams & Clark, general 
agents of the company. He has been 
with the Boston office for eight years, 


Boston agency 


part of the time as supervisor of agents. 
In 1920 he was president of the State 
Mutual Agency Club. 





Assets 


Surplus 


Undivided Profits 


Accounts of insurance 





Statement of December 31, 1921 
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Capital Stock (Common) 
Capital Stock (Preferred)....... 
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Gain in Assets During Last Six Menths of 1921 
Approximately $500,000.00 


More Insurance Accounts on Our Books than Ever Before. 


companies earnestly 


THE F. B. COLLINS INVESTMENT COMPANY 


Member Farm Mortgage 


Home Office: 
Oklahoma City, Okla. 


“Thirty-seven years without a loss to an investor.” 


a aracabea ath $1 ,897,001.00 
eee 500,000.00 
174,000.00 


50,000.00 


07,76 0.09 


solicited, 


Bankers Association 








J. L. Howard Picks 1922 
As Best Insurance Year 


IT IS BIG WITH OPPORTUNITY 
Amendment to Federal Tax Laws Great 
Aid to Business Insurance, Says 
Travelers Man 

This should be an agent’s biggest life 
insurance year, says James L. Howard, 
vice-president of the Travelers. Here 
are his reasons for making this state- 
ment: 

The amendment of the federal tax 
laws will aid you in the sale of busi- 
uess life insurance, and there is noth- 
ing quite so businesslike as guaranteed 
low-cost life insurance, 

Monthly premiums will make it pos- 
sible for you to sell larger policies. 

The business forecasters last year 
were disagreeing on whether thé busi- 
ness slump was over. This year they 
are disagreeing on whether the recovery 
will be gradual or rapid. 

The life insurance binder gives you 
something more elastic than the addi- 
tional policy; gives you the privilege 
of actually binding life insurance in the 
field. 

sjunkers, trust company officers, and 
lawyers are more actively advocating 
the use of life insurance to meet inheri- 
tance Aaxes. 

You have the best permanent total 
disability clause that can be drawn and 
the amount of monthly income payable 
under the clause is stated on the first 
page of the policy. 

Guaranteed low-cost life insurance 
continues to grow in popularity. 

Wholesale life plans, of which the 
Travelers has a comprehensive pro- 
gram, are made more attractive by the 
monthly-premium privilege. 

You have, in the new five-year term 
with conversion to whole life, a policy 
that has all the selling qualities of 
something new, a policy that permits 
young men to take adequate amounts 
of life insurance before they have “ar- 
rived” in a business or financial way, a 
policy that carries a lower rate for five 
years than any other term contract, a 
policy that will appeal to the manu- 
facturer, merchant or farmer who has 
suffered from deflation and has not yet 
fully recovered, a policy providing term 
insurance for a period but giving the 
policyholder the most liberal of dis- 





-ability provisions. 
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QOUITABLE 


The Equitable has faithfully served the public for over sixty-two years. 
It is one of the largest and strongest financial organizations in the world. | 


It is a great human welfare institution with a membership of nearly a 
million thrifty, far-sighted persons banded together for mutual protec- 
tion, whose combined insurance aggregates $2,817,970,732. 


Its assets are safely and profitably invested, and its large Surplus Re- 
serves guarantee its stability regardless of financial conditions. | 


It paid to Policyholders and Beneficiaries $83,678,764 in 1921. Its Total 
Payments to Policyholders and Beneficiaries since organization total 
$1,458,653,991. 


In 1921 it paid 8,919 Domestic Death claims. Of these, 8,804 (or 98.7% ) 
were paid within one day after receipt of due proof of death. 


Its Mortality Rate for the year 1921 was the lowest in the history of the 
Society. 

Its Refunds (Dividends) to Policyholders in 1921 were $18,745,639, and 
it has set aside $26,148,772 to pay the Refunds due in 1922. 


It was the first company to make policies incontestable after one year. 


It was the first company to demonstrate that a policy could be paid as 
promptly as a bank draft. | 


It was the first company to insure large numbers of employes in a body 
on the Group Insurance plan, with scientific medical inspection substi- 
tuted for personal medical examination. 


It has devised the Home Purchase Plan of insurance whereby a man of 
moderate means can own his own home and pay for it conveniently . 


whether he lives or dies. B 


It has developed a programme for the education and training of its 
agents in the principles of life insurance and in modern salesmanship. 


It maintains at its Home Office an Inheritance Tax and Business Insur- 
ance Bureau for the benefit of the insuring public. 


Its policies are liberal, clear and comprehensive, readily adaptable to 
the diversified needs of the insuring public. 


THE EQUITABLE 
LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 
120 Broadway, New York 
W. A. DAY, President 
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Moir Sees No Limit 
To Agents’ Progress 


CITES FIGURES TO PROVE IT 


Instead of 38 Billions There Should Be 
Hundred and Twenty in Force 
Now 








Is there a limit in sight to the amount 
of insurance that can be written? 

Henry Moir, vice-president and actu- 
ary of the Home Life, does not think 
there is so far as this generation is con- 
cerned. Talking to Home Life agents 
at a convention in Atlantic City this 
week, he said in part: 

“In 1901 there was less than $8,000,- 
000,000 of Ordinary business outstand- 
ing; in 1921 there was nearly five times 
that amount. The business doubled 
itself in twelve years prior to 1914, and 
more than doubled again in the follow- 
ing six years. It is for you agents to 


determine when it shall be doubled 
again. Just think of the reward in 


store for you if the outstanding sums 
insured are again doubled in six years. 
‘Lift up thine eyes, and look on the 
fields, for they are white already to har- 
vest.’ 

“Now let us think of these figures in 
comparison with the population of the 
United States. According to the 1900 
census, the population was roughly 
76,000,000. The 1916 census showed 
92,000,000—an increase of 21%, and the 
1920 census showed nearly 106,000,000, 
an increase over 1910 of 15%. 
Insurance Growth Like a Snowball’s 

“While, therefore, the population has 
increased by less than 40% in twenty 
years, the business of life insurance 
has magnified itself five times—-more 
than ten times the rate of increase. 
Moreover, a beneficent movement of 
this kind is like a snowball which gath- 
ers as it grows; the larger the snowball, 
the more surface it covers, and the 
more snow it collects. As our business 
grows, covers a wider area and _ be- 
comes better known, it is easier and 
easier to write a satisfactory volume. 
What it always does need on the part 
of you agents is hard, methodical work, 
especially in times like these when 
business conditions are poor, This is 
no theory; it is a practical fact which I 
know well, for I, too, can write busi- 
ness, and would not be afraid under 
present conditions to go out with rate 
book in hand to earn a living. 

“Tt can hear the pessimist say that 
there is a limit for the writing of life 
insurance. Possibly there is. But there 
is no one in this room who will live to 
see the limit reached. In the first place, 
there are young people continually 
growing up; the population is  con- 
stantly increasing; and even the popu- 
lation that we have now is not half in- 
sured. Instead of $38,000,000,000 of life 
insurance, there ought to be at least 
$120,000,000,000 in force today. This 
would mean a little more than $1,100 
for each individual in the population. 
We should cut out of this estimate the 
children and some who are incapable of 
self-support. This would leave about 
60,000,000 of insurable people in active 
manhood and womanhood with respon- 
sibilities which have to be met, with 
obligations to family and to nation. An 
average of $2,000 for each one of these 
responsible citizens may be looked upon 
as a minimum requirement, and this 
would give over $120,000,000,000, more 
than three times the insurance now in 
force. Even then there would be no 
need to stop in. the good work.” 





Cc. C. Blevins, superintendent of 
agents for the Bankers Life Company, 
will return to the home office about 
April 1, after a year of organization 
work in the Pacific Coast territory. 





W. B. Yowell has been appointed 
feneral agent for that part of the state 
of Tennessee lying west of the Tennes- 
See River, with headquarters at Mem- 
phis. Mr. Yowell has had many years 
experience in life insurance. 


GLADWIN TOASTMASTER 
Presides at Home Life’s Banquet; Many 
Interesting Subjects Discussed in 
Atlantic City Convention 





The convention of the Home Life 
Agency Association in Atlantic City 
this week is the fourteenth annual. 
Vice-President Gladwin made an inter- 
esting address on life insurance, its 
past, present and future, being fol- 
lowed by George W. Murray, third vice- 
president and superintendent of agents. 
Dr. Chester F. Whitney, associate med- 
ical director, gave an excellent, talk on 
medical selection. The two days’ meet- 
ings were brcught to a close with a 
banquet, at which Mr. Gladwin presided 
in his usual happy vein. 

The convention started with a talk 
by George R. McLeran, president of the 
Home Life Agency Association. K. J. 
Guhne presided as chairman of one ses- 
sion; and J. R. Robbins at another. 
Among other speakers were George E. 
Murphy, John H. Scott, Louis A. Her- 
bert, F. L. Jordan, R. M. Simons, G. 
M. Robinson, H. W. Gale, ©. A. Lacroix 
and William Van Sickle. 

In impromptu talks these subjects 
were discussed: How Did You Secure 
Him? His Age and Former Occupation. 
His Education. His Financial Re- 
sources. Acquaintance. Qualification 
for Life Insurance Work. Women as 
Prospects. 





CHILDREN’S LIFE ESSAYS 





Bloch & Zinn Conduct Contest in 
Schools and Banquet Friends 
and Policyholders 





Bloch & Zinn, general agents of the 
Yquitable Life of Iowa, recently ten- 
dered a banquet to the policyholders 
and friends of the company they repre- 
sent at Granville, Ill. A feature of the 
program was the reading of essays on 
the subject of life insurance in a con- 
test conducted by the agency. These 
essays were written by school children, 
Jane McClary, an eighth grade student 
in the Granville school, took first prize. 
Her essay follows: 

“My parents and all parents should 
hold a life insurance policy. First, it 
serves as a means by which debts may 
be paid at my parents’ death, also as 
a means by which the family they leave 
may be properly educated and reared. 

“With the money from the policy we 
may invest in some valuable invest- 
ment after our parents have left us. 
Otherwise we would be without money 
or an education which would carry us 
safely through life. 

“Life insurance is a good investment. 
If my parents take out a policy for a 
sum of money, and pay the premiums as 
requested, regularly, when the time is 
out a larger amount will be paid them 
than they could have saved regardless 
of how hard they tried. 

“My parents in taking out a life in- 
surance policy have invested their 
money in a business way instead of 
placing their small amount in stock of 
some wild-cat concerns. 

“If my parents hold policies, they 
may borrow money easier than those 
without policies, because the banker 
will be inclined to think that a person 
who can hold a policy is a person of 
physical health and of good moral char- 
acter. 

“When my parents hold life insurance 
policies they will be better people. 
They will know they must pay their 
premiums to receive anything in the 
end. This will keep them from spend- 
ing their money foolishly; it will show 
us, their children, the best in life.” 





J. E. Bragg, executive secretary of 
the New York Life Underwriters Asso- 
ciation, will direct the course in life 
insurance salesmanship which the Uni- 
versity of Oklahoma will give during its 
summer school this season. Mr. Bragg 
has secured a two months’ leave of ab- 
sence from his duties in New York City 
and will be away during June and July. 
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HOME LIFE 


INSURANCE CO. 
NEW YORK 


WM. A. MARSHALL, 
President 
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The 62nd Annual Report shows: 
Premiums received during the 
year 1921 
Payments to Policyholders and 
their beneficiaries in Death 
oa, Endowments, Dividends, 

Me da dddegdadedeadenensacsccecdes 
Amount added to the Insurance 
Reserve Funds 


Sigourney 


4,740,340 





INSURANCE 


UNFORESEEN 


CONTINGENCIES 


Mellor 


and Company 


NEW YORK 
21 East 40th Street 


nichbhradesteacns 2,121,307 
was enn Income from Invest- ‘enenie PHILADELPHIA 
($642,638 in excess of the amount | 1421 Chestnut 


required to maintain the reserve) 
Actual mortality experience 53.44% 
of the amount expected. 


Street 





Insurance in Force...........s... $223,116,887 





Admitted Assets 43,222,328 
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For ayency apply to 
GEORGE W. MURRAY, 
Superintendent of Agents 
256 Broadway New York 
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READ 


THE EASTERN UNDERWRITER 
Each Week for New Ideas 


DO YOU? 


Subscription $3 a Year 
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Build Your Own Business 


under our direct general agency contract 


Our Policies provide for : 
Double Indemnity, 
Disability Benefits, 
= 7 | Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres’t 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


NEW YORK 


Organized 1850 








Accident Insurance protects the 


of that estate. 


maximum. 


We offer Accident and Health 
benefits. 


latest word in Accident and 


Policies is just one of the many 


Send for sample Accident Policy. 
Address: Accident Dept. 


Insurance Company 
M. E. Singleton, 

President 
Life 


Accident Health 





Accident Protection 


Life Insurance provides an estate— 


income 


which makes possible the accumulation 


Without Accident and Health contracts 
you cannot extend your service to its 


policies 


unsurpassed in liberality and scope of 


An Accident Department offering the 


Health 
advan- 


tages offered by a contract with us. 


MISSOURI STATE LIFE 


Home Office 
St. Louis 


Group 
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LIVE HINTS FOR BUSINESS GETTERS | 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 











_ 








When a busy man tells you 
to mail your figures, prom- 
ising to look over them 
and decide for himself, ex- 
plain the need of a personal interview 
by asking this question: Would you 
allow an important case to be tried in 
court without your own presence or the 
presence of a good attorney to insure 
full justice? There is but one answer, 
says the New England Pilot. Then 
why should your prospect ask you to 
leave your case to accidental good for- 


Insist on 
Explaining 


tune at his hands? A _ personal inter- 
view is the only way. 

* 6 @ 

Some actual sales 


Sales Talks 
By a 
Mutual Life Man 


talks and sales points 
by a Mutual Life man 
are offered to agents 
of that company for 
what they are worth by “Points,” the 
Mutual Life's valuable little publica- 
tion: 

“IT don’t want any more insurance—I 
can't afford it!” 

“Can't afford it?” 

“No, simply cannot afford it!” 

“When you take your deposit book 
to the receiving teller’s window, to put 
money in bank, you don't say, ‘I can’t 
afford it!’ It’s exactly the same with 
life insurance.” 

He signed. 


This man is a big six-footer. When 
he was a baby I carried him around ‘in 
my arms, and knew his family well. 
Two years ago he told me that at about 
this time he would take some insurance. 
So I went to see him. Found that he 
had diabetes, had lost twenty pounds 





State Mutual on | 
Value of Long | 
| Term Endowments | 











Policy No. 20,175 of the State Mutual 
was issued October 1, 1888 for $5,000 
on the 33 Year Endowment plan with 
an annual premium of $1338.75. The 
insured was then 27 years of age. 

On October 1, 1921, the 
tured for $5,000. 

Twenty-nine dividends which remain 
ed with the company to purchase addi- 
tions, three dividends to accumulate 
and the final dividend upon maturity 
of the policy made a toial dividend 
credit of $1,783.54, or more than 40% 
of the premiums deposited with‘ the 
company. 

A summary of the results under this 
policy shows that the insured deposited: 

33) annual 

$4,413.75. 


policy wma- 


premiums amounting to 


The company paid the _ in- 
sured dividends amount- ; 
EE ee Sire hose eG Wik $1,783.54 
The company paid the in- 
sured the face amount of 
ee 5,000.00 


Total paid by company 
Total premium deposits 
by insured 


$6;783.54 


4,413.75 


Amount company paid _ in- 
sured in excess of pre- 
mium deposits ......... $2.369.79 


In addition to furnishing $5,000 in- 
surance plus dividend additions for 33 
years the company has returned in ad- 
dition, to the total premiums deposited 
nearly 54% of, such premiums. 

We have been asked on numerous 
occasions in the past how single pre- 


in the last few weeks, and the outlook 
was dark. Constantly coming across 
cases of this kind, and yet men will 
make their families run the risk. 


He had $20,000, and wanted $2,000 
additional, making the odd figure of 


$22,000. I said, ‘“That’s a deuce of an 
amount—why don’t you make it a round 
number—$25,000?” “All right,” said he. 


Always worth trying, and such a sug- 
gestion often is fruitful. 


This man was well-to-do. Spends a 
lot of money on luxuries—-automobiles 
and clothes and jewelry for his wife, 
and theatre, and all sorts of things. No, 
did not want any more, damned if he 
did. Spending too much money now. 
I knew his habits and his circum- 
stances. And sol said: “I am not ask- 
ing you to spend money for automobiles 
or jewery or anything of the kind, 
where your money goes and never 
comes, back. I am asking you to save 


something instead of to spend some- 
thing—to put something away out of 


this stream of money that is going out 
to put it where it must come back, 
bringing a satisfactory return with it, 
and perhaps a rich return, and where 
it will do for you and your wife, or per- 
haps for your wife alone, what may 
very badly need to be done some time 
in the future, when you and she are 
through spending on all the good things 
that life affords. You know well enough 
that you can save a little more than 
you are doing without cutting down 
your pleasures. Write your name 
there!” He did. That word “save” 
caught and sank deep. 


mium life policies or endowment. poli- 
cies work out as an investment. 
It is well when considering single 


premium insurance to make compari- 
son with the annual premium contract 
with premiums paid in advance, and we 
shall do this for single premium 10 Year 
Endowment age 35. 


10 Year Endowment. Premium $101.39. 
Ten premiums paid in advance $867.90 








4 
a Qa _ 
1 5.77 $798.64 
2 6.% 12.93 $160.74 889.48 
3 8.05 252.27 910.57 
4 9.26 347.26 934.70 
5 10.50 445.88 960.11 
6 11.79 548.29 989.12 
7 13.11 654.70 1,021.06 
8 14.48 765.30 1,055.21 
9 15.90 111.28 880.32 1,092.99 
10 17.35 133.75 1,000.00 1,133.75 


Single Premium. 10 Year Endowment. 
Premium $832.70. 


Accumulated Surrender Total 

Year Dividend Dividend Value Value 
1 $21.22 $21.22 $774.66 $795.88 
2 11.80 34.00 796.05 830.05 
3 12.11 47.67 818.25 865.92 
4 12.42 62.28 841.31 903.59 
5 12.7 77.89 865.25 943.14 
6 13.09 94.56 890.14 984.70 
7 13.43 112.34 916.00 1,028.34 
8 13.80 131.31 942.89 1,074.20 
9 14.17 151.52 970.87 1,122.39 
10 14.56 173.05 1,000.00 1,173.05 
It will be noted in the above com- 
parison that we have given the divi- 


dends and accumulated dividends for 
the premiums paid in advance contracts 
and we give the value of the premiums 
paid in advance. 


In explanation of the columns headed 
it may be said of the column headed 
“Value of premiums paid in advance” 
that in case of death in the first year 
the amount which will be paid is the 
face of the policy and the value of the 
premiums paid uncalled for by the con- 











Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.00 to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 
CONDITION ON DECEMBER 331, 1921: 
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JOHN G. WALKER, President 











tract, i. e., the commuted value of nine 
premiums or $792.87. This sum would 
also be paid in case of surrender of the 
policy and also would be taken into 
consideration in fixing the loan value of 
the policy, 


The method of using the premiums 
paid in advance is equivalent in result 
to forming a decreasing insurance ben- 
efit. It will be of interest to investigate 
the rate of interest earned over the ten 
year period on the amount deposited 
or premium as compared with the total 
value at the end of ten years. 


Taking the above examp’e we have 
for the premiums paid in advance the 
sum of $867.90, amounts to $1,133.75 at 
the end of ten years or at the rate of 
2.69%. For the single premium ten 
year endowment the sum of $832.70 
amounts to $1,173.05 at the end of ten 
years or at the rate of 3.5%. 


The following table gives the rates 
of interest earned for single premium 
life, 10 payment life with 10 premiums 
paid in advance, single premium 10, 15 
and 20 year endowment policies, also 
10, 15 and 20 year endowment with pre- 
miums paid in advance. 


Premiums paid 


Single 
in advance 


Premium 


10 Payment Life 


Per cent Age Per cent 
1.75 21 2.44 
1.94 35 2.9 
1.80 45 2.69 
1.68 55 2.65 

10 Year Endowment 
2.75 21 3.50 
2.69 35 3.50 
2.39 45 3.41 
2.03 55 3.28 

15 Year Endowment 
3.03 21 3.75 
2.89 35 3.69 
2.64 45 3.69 
2.52 55 3.65 

20 Year Endowment 
3.00 21 3.85 
2.86 35 3.80 
2.65 45 3.65 
2.50 55 3.60 


From an examination of 
the following conclusions 
duced: 


this table 
may be de- 


1—A high rate of interest is not ob- 
tainable under such contracts. The 
point should be emphasized, however, 
in these contracts that the difference 
between say 544% or 6% and the actual 
interest yield is the premium paid for 
the insurance represented by the differ- 
ence between the amount payable in 
case of death and the sum paid as a 
premium, 


2—A higher interest yield is obtain- 
able under the single premium con- 
tracts than under the premiums paid in 
advance contracts, the difference prac- 
tically representing the premium paid 
for the insurance benefit under the 
latter contracts. 








GREATEST 
ILLINOIS 


COM PANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELLJ 





“MISS MIAMI” AFTERMATH 


August Bu!te, Ill-Fated Passenger, One 
of Three Flour Mill Officials 
Insured for $600,000 


Corporation insurance is brought to 
the attention of insurance men through 
the death of August Bulte on the sea- 
plane “Miss Miami” last week. Three 
officia's of the Larabee Flour Mills Cor- 
poration applied for life insurance 
amounting to $600,000 in favor of the 
company. Applications for $200,000 
each on the lives of Fred Larabee and 
August Bulte were granted, and a third 
for $100,000 was later allowed Frank 
Larabee after he had met the medical 
requirements through an operation. 

Fred Larabee died in March, 1920, 
and his company received $200,000 after 
having paid only one premium. Frank 
Larabee died in June, 1921, after paying 
a single premium. 





Has 
Has 
to develop and hold theif business. 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
ittsfield, Mass. 
W. D. WYMAN, President 


This Company has always pursued those policies in the conduct of its business that 
ave given it a high reputation for stability and fair dealing. 


always rendered the highest grade of service to its policyholders. 
always extended reasonable assistance and encouragement to its representatives 


WINFIELD S. WELD, Supt. of Agencies 
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Equitable of Iowa 
Appoints Mellor & Co. 


PHILADELPHIA 


With A. D. Wallis Company Prophe- 
sied to Roll Up Large Volume 
in That City 





GEN’L AGENCY 








The appointment of Sigourney Mellor 
& Company to a general agency of the 
Equitable Life of lowa in Philadelphia 
interested underwriters in that city this 
week. 

Mr. Mellor is regarded as one of the 
most brilliant and able figures in the 
world of insurance production. He has 
specialized on business and corporation 
insurance and his clientele includes 
some of the leading financial and busi- 
ness men of the East. There are few 
producers who better understand the 
insurance needs of men of large affairs. 





SIGOURNEY MELLOR 


His personal production one year ran 
between two and three million and all 
on business of the best type. Associ- 
ated with him is Robert Meade Smith, 
Jr., an unusually capable detail insur- 
ance man. and Sigourney Mellor & Com- 
pany are building up a strong organiza- 
tion in which young men, frequently of 
a college type, are prominent. 

The Equitable of lowa already has a 
good standing in Philadelphia through 
the A. D. Wallis General Agency, and 
with these two live general agencies, 
a fine production record is sure. It is 
understood that in the first month with 
the Equitable Life of Iowa Sigourney 
Mellor & Company placed about $300,000. 





The Mutual 


seventy-seven years. 


been purely mutual. 


principle of retroaction. 





Insurance Company 


of Newark, New Jersey 


has long been known as “The Policyholders’ Company” be- 
‘ause of satisfactory service to its members for a period of 


There are no stockholders. The Company has always 


Successivé managements have adhered to the principle 
of mutuality, being dominated by one ideal—That conveyed 
by the words MUTUAL BENEFIT. 

New benefits such as those incorporated in the liberal 
1922 policy contracts are always extended so far as possible 
to old policyholders, in accordance with the Mutual Benefit’s 


Benefit Life 








Sigourney Mellor & Company have 
opened new offices at 2t East 40th 
street, New York, where the needs of 
the New York clients will be handled. 
Of course, as the Equitable of lowa 
is not entered in New York State, the 
business here will be brokered with 
other companies. Messrs. Mellor and 
Smith belong to the young, progressive, 
skillful type of insurance managers 
and much is predicted for them. 

GULF COAST LIFE SUIT 

A suit asking the appointment of a 
receiver for the Gulf Coast Life Insur- 
ance Company has been filed in Harri- 
gon Chancery Court in Mississippi by 
three individuals, alleging the Interna- 
tional Life Insurance Company and the 
International Life Holding Company, 
both of St. Louis, are seeking to gain 
control of the company in violation of 
the anti-trust laws of Mississippi. Mas- 
sey Wilson, president of the Interna- 
tional Life and International Life Hold- 
ing Company, denies that either com- 
pany has been seeking to gain control 
of the Gulf Coast Life. 

WELL SOLD 

In delivering the policy the agent had 
courteously thanked the insured for his 
business. “You're perfectly welcome,” 
replied the insured, “but I suspect I'll 
get more out of it than you will.” A 
policyholder who has been so well sold 
that he thinks like that, and says so, 
is an invaluable asset to an agent. 
Pittsburgh Agency Bulletin of the Provi- 
dent L. & T. 





MAINE WRITINGS 
The Union Mutual paid for $1,267,771 
in Maine last year. Three and a half 
millions of group insurance were writ- 
ten in the state and $12,500,000 in in- 
dustrial. 





Union Central 
Increases Limit 


SINGLE POLICY $200,000 





Company Will Carry $150,000 And 
Re-Insure $50,000; Larger Amounts 
Accepted After Papers Submitted 





President John D. Sage of the Union 
Central Life insurance Company has 
announced that the company will accept 
applications for policies up to $200,000. 
This is 50% in excess of the amount 
previously maintained by the company 
as its maximum. 

Arrangements have been made where- 
by these policies can be co-insured auto- 
matically; the Union Central will re- 
insure everything above $150,000. 

This reinsurance arrangement makes 
it possible to accept even larger 
amounts afer the papers are submitted 
to the reinsuring company. Policies for 
the maximum amount and for the addi- 
tional amounts taken by the reinsuring 
company will coniain all the features 
of the regular Union Central policies. 

The announcement of the increase in 
the company’s limit meets with the 
most enthusiastic approval of the mem- 
bers of the field force of the Union Cen- 
tral Life. 


WITHDRAWS FROM MINNESOTA 
The Eureka, of Philadelphia, has 
withdrawn from Minnesota. 


Harold A. Ley, president of the Life 
Extension Institute, has issued a 
pamphlet with this title: “Employes 
Welfare Work That Pays.—How Em- 
ployers and Employes Are Going 50-50 
on a New Life Extension and Insurance 
Service.” 


Preliminary Term 
In Massachusetts 
Again Before Senate 


MUCH IN DAILIES ABOUT IT 








Yellow Paper Grows Excited and 
Prints Sensational Headlines; 
Nature of Amendment 





The Eastern Underwriter received 
on Monday of this week from a Boston 
correspondent this letter: 

“You probably have seen an item in 
the newspapers to the effect that the 
Senate last week defeated the bill au- 
thorizing first year preliminary term 
valuation by a vote of 24-12. The mat- 
ter came up again today (Monday) and 
the Senate by a vote of 18-6 decided to 
reconsider the bill, and an amendment 
was presented to ‘clarify’ it. 

“A vote on the whole matter will be 
taken on Thursday next and the vote to 
reconsider would seem to indicate that 
the bill as amended would pass, but of 
that no one can be certain, in view of 
the unusual circumstances surrounding 
a proposal to overturn the conservative 
reserve standards which have prevailed 
in Massachusetts for the past sixty 
years. 

“The amendment provides that no 
country issuing a preliminary term con- 
tract can expend more than 60% of the 
first year’s premium for agency and 
medical expenses. As this amendment 
is offered by the chairman of the insur- 
ance committee which favored the 
original bill, I presume that such an 
amendment is considered necessary in 
order to help the passage of the bill. 
In case of passage by the Senate, the 
bill will then still have to go through 
the House, where undoubtedly there will 
be another debate, as this legislation 
seems to afford an unusual opportunity 
for ‘oratory.’ 

“One of the yellow journals of Bos- 
ton, speaking on the action of the Sen- 
ate in four-column scare-head lines, pro- 
nounced the bill to be ‘$60,000,000 Pre- 
mium Steal Planned by Insurance 
Lobby. This gives you an idea of 


- what there is in this situation for the 


sensationalists.” 





Cc. E. BAXTER DEAD 


Charles E. Baxter, aged 59, since 1913 
general manager in Buffalo, of the 
Berkshire Life, previously having been 
engaged in newspaper business, for 
some time as manager of Charlotte, 
Mich., “Republican,” and afterward 
connected with editorial staff of the 
Detroit “News,” died Monday night in 
Buffalo General hospital following ill- 
ness of ten days. He was born in 
Fayette, Ohio, was graduate Fayette 
High school, Oberlin, Ohio, Preparatory 
school and Williams college. He was 
a member of several organizations in 
Buffalo, including Chamber of Com- 
merce, Greater Buffalo Advertising club, 
Kiwanis club and Park club. 





The Eureka Life, of Baltimore, has 
appointed E. R. Grant assistant super- 
intendent at Washington, D. C. 











Incorporated 1851 





el ee eRe 


MASSACHUSETTS 
LIFE INSURANCE COMPANY 


A company which throughout the seventy years of its history 
has ever enjoyed—because of its square dealing toward all 
and its long record of low net cost—the good will of its 
policyholders, the confidence and esteem of the insuring 
public, and the loyalty of its representatives. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MUTUAL 


Springfield, Massachusetts 

















Ce etna oR REO 


New Insurance Paid-for, 1921 
Gain in Insurance-in-Force’~ - 
Total Insurance-in-Force’ - 





New England Mutual Life 
Insurance Company 


Boston, Massachusetts 





$82,072,020 
48,641,846 
- 609,415,082 





New England Agents Write Persistent Business 
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R. F. Fry’s Views On 
Training of Agents 


HE IS STRONG FOR 


No Use for Lazy or Indifferent; Some- 
thing More Than Schoo! Training 
Necessary 


LEG WORK 





By RUPERT F. FRY, President 
Old Line Life, Milwaukee 
The proper selection of life insurance 
agents is a matter that should be given 
careful 


study by every superintendent 


general and district 


Knowledge of the subject can 


of agents, agent 
manager. 
be acquired channels 


through many 


insurance journals, articles on sa'es- 
manship, addresses at agency meetings 
and from actual experience. 

In employing agents one should bear 
in mind that results obtained depend 
as much on the selection as on the 
training and education after the selec- 
tion is made. Many of us in this busi- 
ness dwell too strongly on the refer- 
ences; whether the individual is in 
position to give a bond, and the like. 


Of course, these things are necessary, 
but many men can furnish good refer- 
ences and give a personal or surety 


bond who should never work for an in- 
surance company, for they will never 
do much unless under the eyes of the 
boss, and’to be a successful under- 
writer oné must be one’s own best man- 
ager. 

We wi'l all concede in advance that 
training through > good school, or 
some course, has its decided advan- 
tages, but, if a man cannot guarantee 
that he will do his best and work on 
an average eight hours a day, call on 
and interview eight of ten new people 
each day, or, if he is unwilling to make 
such a pledge, he either lacks confidence 
in himself, the proposition, or he is 
afraid of work. 


sone 


The man who has not so much con- 
fidence in himself as others have in him 
is a poor person to employ in our line 
of business or any other. This busi- 
ness is no different from others. We 
must employ men who are looking for 
an opportunity to advance through hard 
work; men who are ambitious, anxious 
to make good and willing to learn. Such 
men prove va'uable to the business they 
represent and develop into good pro- 
ducers. 

An agency manager or general agent 
should impress upon the new man the 
good he will be able to do by teaching 
thrift, showing people how to be inde- 
pendent in their old age, and how this 
will reduce the poorhouses in our great 
country to a minimum; that, had it not 
been for insurance men, we would have 
many more poorhouses than we have 
today. Possibly the first thought should 
be protection to the family, then the 
estate, the business, etc, 

It is possible thoroughly to imbue a 
man with these ideas and to arouse en- 
thusiasm if the subject of insurance is 
properly presented. If the individual 
will not concede that he can do as well 
as some other successful men if given 
an equal opportunity, then ask him to 
spell the words “ambition” and “oppor- 
tunity” and to look up their definitions. 

Beware of the individual who cannot 
* give a record from an employer for 
industry and loyalty, including the first 
requisite, honesty. When the oppor- 
tunity presents itself to help the honest 
and willing worker who has confidence 
in himself, endeavor to do your best for 
him in the way of training and assist- 
such 


ance; men are entitled to your 
support. Unless a man can measure up 
to the qualifications outlined in this 


article, as I take it, time is wasted. 

Let the lazy and indifferent man go 
his way, but anchor fast to the man who 
enthuses with you about the good he 
can do for others and the opportunity 
presented to him. For such men com- 
pensation will follow and it will be satis- 
factory. 


FIGURES SHOWING PROGRESS 


Connecticut Mutual’s Insurance in Force 
Increased 44% in Three 
Years Time 


Recent progress of the Connecticut 
Mutual may be indicated by the follow- 
ing facts: 

In 1921 the company issued on a 
paid-for basis 95% more insurance than 
in 1918 and 211% more than in 1911. 

During the last three years the in- 
surance in force increased 44% and 
during the last decade 107%. 

In reference to surplus-—-there were 
at the end of 1911 no distinct amounts 
set aside for the following year’s divi- 
dends or for investment contingency 


reserve, as there were at the end of 
1921. The surplus, as shown on De- 
cember 31, 1911, was on a_ so-called 
market value basis in contrast to the 


amortized basis being used. At 
the earlier date the book value of 
bonds and stocks over market value 
was $565,707, whereas at the later date 
the market value over book value of 
such bonds as were not subject to 
amortization and of stocks was $93,088, 
Comparing the surplus of December 
31, 1911, $38,351,696, with the surplus, 
plus reservation for the 1922 dividends 
and investment contingency reserve, of 
December 31, 1921, amounting to $6,- 
848,688, we find an Increase of over 
104% for the ten years in total surplus 
reserves. 


now 


Investment earnings have also shown 
a marked improvement during such 
period. 

In the ten vears the 
revised its policy forms 
and has extended to holders of its 
contracts many additional valuable 
privileges in line with the best modern 
insurance ideas. 


company has 
several times 


SPEAKS AT ALTOONA CLUB 


David King, of Newark, N. J., in- 
structor of agents for the Prudential, 
spoke before the members of the Al- 


toona, Pa., Kiwanis Club at an_ in- 
teresting meeting last week. His sub- 
ject was “Honesty” and, he emphasized 
the necessity of developing through hon- 
esty with ourselves, with our time, with 
every influence we meet. Physical, 
mental and moral honesty he declared 
were as necessary with one’s self as 
with others. 








and permanent disability. 









Coke 
LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 
In Business Since 1862 


Insures all classes of selected lives, issuing policies on the ordinary, in- 
termediate and industrial plan at all ages. It also insures against total 
Policies of the company are made secure by 
reserves maintained on the highest standard, with additional contingent jf 
reserves providing protection against all emergencies. ‘ 
Advice on'any matter relating to Life Insurance is Available at any 
| time through the Agencies or Home Office of this Company. 
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AGENCY CO-OPERATION 
through direct mail advertising is just one of the features which give 
Fidelity field men a distinct advantage. Last year we distributed 41,341 
direct leads—all interested prospects who requested information. This 
service, and its original policy contracts, enabled Fidelity to show an 
increase of 28.35 per cent. in paid business last year. 

Fidelity operates in 40 states. Full level net premium reserve basis. 
Insurance in force over $203,000,000. Faithfully serving insurers 
since 1878. , . 

A few openings for the right men. 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 
ROCKMANER Oh LEP Adler Manager For 
A. Rockmaker, of 1238 Wa'nut street, ye 
Allentown, Pa., spécial agent for the Westehester County 


Mutual Life, heads the list of that com- 
pany’s business producers in the terri- 
tory embracing eastern and central 
Pennsylvania and northern New Jersey 
His standing is twenty-first in the 
United States for February. Mr. Rock- 
maker’s record assures him of being a 
delegate to the convention of the Mu- 
tual Life’s $250,000 Club in Vancouver, 
B. C., in August. 





$1,502,535 IN FEBRUARY 

The February production of the field 
force of the Federal Life Insurance 
Company exceeded that of any month 
since December, 1920, the total being 
$1,502,535. A. M. Baten is the premier 
producer for the company thus far in 
1922. 





period. 
tionary period. 
ability. 


anniversary. 


the insuring public. 











Improved Disability Provision 


Claim may be made us soon as disability occurs—no fp. obationary 
Payments begin immediately on approval of cfaim—no proba- 
Monthly payments, lifelong, conditioned on permanence of dis 
Immediate waiver of future premiums—no waiting until next 
Full amount of insurance paid when insured dies, without deduc 


tion for disability payments or for premiums waived. 


This new disability provision brings the service of America’s old 
est legal reserve life insurance company still closer to the needs of 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 














CERF ANNOUNCES PROMOTION 
J. H. Huntington, Jr., Educational Sve- 
cialist of Agency, Succeeds Adler 
as Head of 44th Street Branch 


David PB. Adler, superintendent of 
agents of the L. A. Cerf General Agency 
of the Mutual Benefit, who has been in 
direct charge of the Forty-fourth street 
made district man- 
ager for Westchester County, effective 
immediately. He will 
manager of the uptown branch of the 
Cerf Agency by J. H. Huntington, Jr., 
who up to the present has had charge 


branch, has been 


be succeeded as 


of the educational work of the agency. 

This announcement was made by Mr. 
Cerf at a meeting of the uptown agency 
last week. Mr. Cerf stated that this 
promotion was being made as a fitting 
reward for the work Mr. Adler has done 
in developing the uptown office. The 
office was started in 1917 with a nu- 
cleus of four men. In 1921 it had 
thirty-two full-time agents, who paid 
for more than $5,000,000 of new life 
insurance. 

Mr. Cerf, in commenting on Mr, Hunt- 
ington’s promotion, pointed out the ap- 
propriateness of his advancement to this 
position. Mr. Huntington has worked 
with a majority of the agents along 
educational lines, and has their confi- 
dence and good wi'l. 

On Saturday of last week the agents 
of the uptown branch expressed their 
good wishes to Mr. Adler in his new 
field by tendering a luncheon to him a! 
the Hotel Langwell. Special significance 
was given this farewell of the agents. 
In the instance of practically every man 
present, Mr. Adler was the man who 
had sponsored them in the business, 
and the agents therefore credited him 
with a good measure of their success. 
Expressions of regret in this vein were 
made by C. V. Cromwell, Bernard Cohn, 
C. D. Kenny, Lloyd Patterson, William 
Mil’er and Nathan Kaufman, while Mr. 
Huntington and R. D. Lichtermann also 
expressed regret at the severance of 
their connection with Mr. Adler, 


R. G. LAMBERT DEAD 
The death is announced of R. G. Lam- 
bert, who was with the Equitable So- 
ciety for more than half a century. 
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Sample Cases Of 
Business Insurance 


ACTUAL TRAVELERS INCIDENTS 








Two Stores Opened With Proceeds of 
Endowment; Policy Enables Part- 
nership to Continue 





By L. N. Denniston, Travelers 

In the fall of 1900 I solicited a mem- 
ber of a newly formed partnership for 
insurance. The partnership later pur- 
chased two $10,000 ten-year endowment 
policies, the proceeds to be payable to 
the survivor in the event of the death 
of either. Both partners were alive and 
hearty at the maturity of the endow- 
ment and consequently they received a 
total of $20,000. 

In 1911, with the proceeds, they 
opened two new stores, one in Spring- 
field, Mass., and the other in New 
Haven, Conn. One of these partners 
tod me that the cost of the insurance, 
taken from the earnings of the partner- 
ship, had never been felt; but that the 
use of the matured endowment had 
been felt by three large communities 
in which they were able to expand their 
business activities by rendering a su- 
perior service to the public in a_ busi- 
ness the major portion of which was a 
public necessity. 

In 1908 a young man and young wo- 
man, friends in my school days, were 
married, The young man entered a 
partnership with two others to engage 
in the real estate and insurance busi- 
ness. They gave evidence of their be- 
lief in insurance by purchasing, on the 
lives of each of the partners, a contract 
of insurance to protect the interests 
of the surviving partners in the event 
of the death of any one. These young 
men evidenced more than usual fore- 
sight in arranging to have the proceeds 
of each policy, when payable, dis- 
tributed in a monthly income of $100 
for a period of ten years. In 1912 my 
boyhood friend died, leaving a widow 
with two children. The foresight of the 
partners was verified, for the Widow of 
the deceased partner immediately ac- 
cepted the income in full settlement of 
her husband’s interest. The partner- 
ship has continued and is prosperous 
today. 

In a small-sized city in Connecticut, 
two lifelong friends—-one a machinist, 
the other a grocer’s clerk—entered into 
a partnership in 1904 to conduct a 
grocery. The machinist had a little 
money and was’ methodical. The 
grocer’s clerk knew his business. It 
was a first-class combination, and the 
partnership had reason to look forward 
to a period of successful business. This 
proved to be the case for nearly ten 
years, but finally the partner who knew 
the grocery business died as the result 
of an accident. They had never been 
approached on the subject of partner- 
ship insurance and, therefore, it cannot 
be said that they had been guilty of 
neg'ect. For ten years each partner 
had drawn a weekly salary of $40, and 
every six months they had divided the 
unapportioned profits, their annual earn- 
ings during the ten-year period averag- 
ing close to $3,000 apiece. The widow 
of the deceased partner, after a period 
of three weeks’ waiting, asked the sur- 
viving partner why it was that she had 


“not received the usual weekly $40. The 


distracted partner had tried to get up 
courage to approach the widow to ex- 
plain why he could not continue to pay 
it. Several attempts to bring about an 
understanding failed, in spite of the 
fact that the widow’s attention was 
called to the necessity of the surviving 
partner’s taking on the load of two 
men, and giving more responsibility to 
the chief clerk in the store, whose pay 
was increased from $25 to $35 a week, 
The widow finally placed her claims in 
the hands of a shrewd lawyer, who took 
legal steps to force a settlement. The 








Company of 


therein all hope for America lies.” 


the provision for his own old age. 


Founded 1865 


The Provident Life and Trust 


(Pennsylvania) 


Vice-President Coolidge says: “Look well then to the hearthstone; 


The man who is looking well to his hearthstone is very apt to take 
out an endowment policy. It will carry out his purposes for his home 
if he dies, and it will also keep the fire on his hearth in his own old age. 


And it is an unselfish policy, for it does not shift upon his children 


Philadelphia 











Fourth and Chestnut Streets, Philadelphia, Pa. 

















chief clerk was a wise man so far as 
his own interests were concerned. See- 
ing the surviving partner driven to dis- 
traction by the worries of business and 
the impending losses, he opened up a 
store in an adjoining block and in a few 
months had attracted considerably more 
than half of the patronage of his for- 
mer employer. In less than two years, 
the surviving partner had returned to 
his work in the machine shop and the 
widow was clerking in the store of the 
former chief clerk. 


J. M. FRASER MADE ASSOCIATE 

The Peter M. Fraser general agency 
of the Connecticut Mutual expects a 
10% increase in business writlen dur- 
ing March over the record amount 
which was written last year. J. M. 
Iraser, of the same office, led all the 
agents of the company in the number 
of lives written, and his appointmen: 
as associate general agent was made 
effective March 15. 


62.34%, UNINSURED 





What Louisville National Bank Has to 
Say of Savings Account 
Owners 





The Louisville National Bank of 
Louisville, Ky., recently sent out the 
following circular letter: 

Statistics show that out of 100 savings ac- 
counts, 

62.3% carry no insurance at all; 
32.5% carry fraternal insurance; 
5.2% carry old line insurance. 

This bank always looks into the life insur- 
ance feature of a loan when they make it, and 
we are glad to say that we have been the 
cause of a lot of men taking out policies. 

Life insurance is one of the best stabilizing 
influences in business. 

The number of savings depositors of 
the institution who carry no insurance 
is rather startling, if it is indicative 
of the life insurance status of such 
depositors generally, says the Mutual 
Life in “Points.” And the attitude of 
the bank toward life insurance is sen- 
sible and commendable. 








New York Life Insurance Co. 


(Incorporated under the laws of the State of New York) 





346 & 348 Broadway, New York, N. Y. 
DARWIN P. KINGSLEY, President 


Income, 1920 


DRGUIGIN Us Sd icdce Gnneias caanket ee were dec teubeakwaae $142,672,244 
NIMCANOmen: MINI IRONING 5525 55:56 o tecrdcweeet Rudaiwes badencwauar 44,335,004 
QhUEEEY BINION oe oe dans SASS one Fed oak eue ne RwKemew ae ences 6,782,885 

Total Income ..... PO RE TT Te A Py Te $193,790,133 

Paid Policy-holders, 1920 

Pepea lel @NIMRIN ioc ano ha ocninaied ou osecc cus paaeemuaaaanwes $35,036,558 
Endowments ...... ET OT eee ry rate ta 24,399,171 
PIPUMERINEE oO aes o ae ae oe caw bus odie Reine ee avaterernuds 31,981,555 
Semeur. VON QO ios aie ck Sie eickdddagarceene saws 23,432,313 

"Ratu tah) PGR tn oa i kk ose ccd ciceewcinndew -$114,849,597 
New Paid Ineuratiee i 1920) .. cos .ccc ce ccc ccceneves $693,979.400 
Admitted? Assets, January 1, 192%... 6. cccccccccesconcs $966,664,397 
Legal’ Liabilities, January 1, 1922...........0ssce0ce0. $841,255,357 
Reserve for Dividends and Other Purposes............. $125,409,040 
Insurance in Force, January 1, 1921.................... $3,537,298,756 
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New Office Building 
Of Equitable of Iowa 


WILL BE 18 STORIES IN HEIGHTH 








Construction Operations to Start in 
October and Will Be Ready for 
Occupancy January 1, 1924 





A picture of the new building of the 
iquitable Life Insurance Company of 
lowa, to be erected at the southwest 
corner of Sixth and Locust streets, Des 
Moines, is shown on this page. It will 
be eighteen stories tall and will cover 
an entire quarter block. 

The first two floors will be leased for 
shops and the balance, with the excep- 
tion of the upper four or five floors, 





KQUITABLE LIFE OF IOWA 


which will be occupied as the home 
‘office of the life insurance company, 
will be leased for general offce pur- 
poses. 

This building will be the largest, most 
modern and up-to-date office building in 
Iowa. Building operations will be com- 
menced October 1 of this year, so that 
the building will be ready for occu- 
pancy by January 1, 1924. 

The construction will be of the steel 
skeleton type and the building will be 
absolutely fireproof in every particu'ar, 
very effort is being made to design 
the building for the best possible ser- 
vice to its tenants. Eight high-speed 
elevators are to be installed, four of 
which will be used for local service up 
to the tenth floor, and the balance will 
be express, making no stops below the 
tenth floor. 

The exterior finish will be in brick 
with terra cotta ornamentation, except 
that the lower three stories will be 
faced with polished granite. As shown 
by the cut, it will be noted that the 
Gothic style of architecture is to be 
employed. 

The building site is one of the best 
in the city. It is located on a busy 
corner in the heart of the business dis- 
trict and will be surrounded by some 
of the largest and most influential bank- 
ing and business institutions in the 
city. The location is convenient and 
accessible from every standpoint, which 
will add considerable to the value of 
the building. 

The building is being designed by 
the well-known firm of local architects, 
Messrs. Proudfoot, Bird & Rawson, and 
the approximate cost will be $1,500,000. 
The building, like the company it 
houses, will be the best. 





L. S. Kilbrick, agent of the New York 
Life at Brockton, Mass., was the speaker 
before the Rhode Island Life Under- 
writers Association at its meeting re- 
cently. Mr. Kilbrick spoke on the sub- 
ject, “How to Get Prospects.” 
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THE ULLMANN APPOINTMENT 

The question of where Albert UIll- 
mann would gu has been answered in 
the announcement of the North British 
& Mercantile and associated companies 
that they will open an ocean marine 
department with him as marine under- 
writer. Marine underwriting is a busi- 
ness in which few reputations are made 
and many reputations are lost. Mr. 
Ullmann made his years ago and is 
everywhere regarded as one of the most 
ab!e marine underwriters in the world. 
During all the hysteria of the war days, 
marine men were writing 
everything in sight, Mr. Ullmann kept 
his hand on the throttle and showed 
surprisingly good judgment, He went 
on the theory that an underwriter is 
something more than a mere receiver 
of risks. Furthermore, at that time he 
was a prophet and week after week he 
sounded a warning against the style of 
underwriting that he saw current every- 
where around him on the Street. At 
the time people called him the Street’s 

greatest pessimist. It would have been 
cai for the business if 
had shared his views. 


when some 


more people 


LIFE OPPORTUNITIES 
That the prospects for life insurance 
have not been completely reached by 
any means is conclusively proven again 
in an address made by Henry Moir, of 
the Home Life, talking to field man- 
agers of that company in a convention 


in Atlantic City. The life insurance 
agent who reads Mr. Moir’s address 
should immediately take stock of his 


opportunities and figure out what he is 


missing. Many of the largest producers 
in the country, for instance, believe 


that one of the best arguments for life 
insurance is hard times. There are 
lots of reasons why insurance should 
be taken out in periods of business de- 
pression and clever agents have mas- 
tered all these arguments. Mr. Moir is 
a man who always has something in- 
teresting to say and he says it effec- 
tively. 

Robert Marsh, claims adjuster for the 
St. Lawrence and the British Empire 
Underwriters, 
for some time and has gone on an ex- 
tended tour in Western Canada. He 
will visit the company’s agencies. in 
Winnipeg, Brandon, Moose Jaw, Regina, 
Calgary, Edmonton and Victoria, and 
will be gone about six weeks. 


has been in poor health. 
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portant Table of Fire 


Insurance 


Results 





Net Losses 
Premiums Incurred 
$31,598,247 $14,871,152 
35,036,287 14,483,673 
45,602,900 22,304,378 


42,134,514 26,650,052 
30,873,004 14,271,213 
35,103,081 14,251,716 
41,298,734 19,950,480 


40,358,300 23,283,491 
20,337,901 


10,385,253 
17,526,451 


9,284,573 


25,442,098 15,715,082 
24,209,526 15,619,046 
29,269,926 14,660,632 
23,746,167 14,580,578 
18,313,816 9,077,796 
22,026,852 9,023,938 


26,939,066 
21,905,657 


13,353,293 
14,736,216 


(Figures not available) 

18,175,863 7,766,774 
21,468,733 10,544,868 
18,053,054 11,550,602 


13,749,959 6,015,894 
15,642,939 5,835,685 
18,7 23°42 7,915,979 
1¢ 3205, 900 9,319,597 


13,114,949 6,200,119 
15,147,347 6,328,732 
17,000,638 7,594,655 
15,577,791 8,793,477 
13,646,647 8,020,528 
15,128,039 7 056,285 
18,961,522 10,918,652 

15,289,535 11,127°304 


12,058,178 
13,872,313 
16,900,187 
12,927,046 


5,278,845 
5,398,454 
7,390,215 
8,099,839 


12,139,388 5,820,771 
13,579,140 5,309,354 
15,020,690 7,237, 665 
12,553,702 7,437,319 


8,899,332 3,938,232 


10,211,856 3,909,653 
13,535,460 6,026,989 
11,133,368 6,663,475 
7,821,105 4,101,701 
8°737,138 4,213,910 
11,266,801 5,327,556 
10,777,928 6,750,426 
11,623,621 5,868,979 
12:863.868 4,941,401 
14,157,996 6,9 30.9 20 
10,718,052 7 $90, 188 


12,620,459 
13,978,047 
10,644,222 


5,260,192 
7,029,528 
7,064,544 


9,237,460 4,085,699 
9,601,253 3,752,650 
11,529,140 5,034,499 
9,825,108 5,573,510 


7,602,656 3,560,268 
3,610,869 
z 4,987,657 
9,180,557 5,348,521 
6,422,070 2,976,313 
3,125,646 
4,369,638 
5,853,433 


10,06 8 280 
9,066,160 


6,676,877 3,013,203 
7,543, 174 2'982°430 
9,557,957 4,177,277 
8,958,032 5,557,566 


8,133,762 3,653,845 


8,634,736 3,375,103 
10,079,768 4,640,709 
8,934,012 4,874,921 


9,049,912 
10,394,696 
9,570,095 
8,396,592 


4,266,545 
4,353,149 
5,931,499 
5,342,363 


8,350, 282 3,525,¢ 
ra 768,936 4 


8,316,689 
7,397,201 


3,819,886 
4,456,271 


(Figures not available) 


7,376,956 3,139,014 
8,501,553 3,861,410 
6,920,011 3,967,076 


6,376,683 2,726,218 
6,634,685 2,601,002 
7,646,826 3,345,310 
6,339,930 3,899,328 


6,256,097 4,160,498 
6,204,628 3,654,871 
5,474,991 2,500,117 
53865,944 3,130,119 
5,748,980 2,704,548 
5,095,038 3,149,795 
6,103,614 2,706,399 
4,880,433 2,709,517 


tNo reserve for income tax. 
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Cent 
.07 
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Expenses 
$10,957,471 
13,171,450 
16,910,324 
16,571,671 


39,081 
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6 640, 700 


10,835,535 
9,808,601 


6,983,944 
8,512,787 
9,767,054 
8,970,240 


7,685,066 
7,442,408 


6,820,580 


4,837,495 
5,600,058 
6,563,826 
6,742,839 


4,865,905 
5,682,992 
6,861,742 
5,981,400 


3,586,074 
3,994,602 
4,836,218 
4,409,344 


2,706,492 
2.985.837 
3,961,493 
3,850,780 





3,368,680 
3.984.777 
3,832,999 
3,648,703 


3,549,561 
3,510,138 


2,906,664 
3.518.358 
3,126,541 
2,617,647 
2,689,268 
3.278,149 
2,857,897 
2,871,109 


2,696,392 





2.428563 
2,360,520 


2,481,168 
2,354,630 


Per 
Cent 
34.67 


Trading 
Surplus 
$5,769,624 

7,381,164 
6,388,198 
*},087,210 


5,262,710 
7,631,607 
4,259,484 
* 390,050 


2,252,076 
4,490,127 
3,818,719 
*1,800,799 


3,099,364 
2,509,854 
*1,899,268 


1,856,674 
3,054,440 
2,410,780 
96267 
788, 624 
2,47 
Ls 479, 044 
*2,580,608 
1,913,428 
2,790,867 
2,648,230 
*1,154,193 


1,764,571 
2,534,940 
1,284,580 
*1,048,805 


1,293,826 
1,836,908 
1,945,953 
* 533,379 


940,517 
1,110,858 
1,176,306 

* 160,910 


1,652,745 
2,973,851 
1,868,691 
*2,280,158 


2,744,592 
1,821,249 
* 877,278 





1,565,687 
1,854,001 
1,658,423 
* 137,746 


1,206,110 
1,347,293 
851,384 

* 233:772 


973,543 
1,047,268 
1,743,533 

* 751,069 


957,182 
1,574,907 
1,419,187 

* 450,314 


1,363,466 
1,693,097 
1,204,505 
* 21,590 


1.414,687 
2,056,770 
* 194,403 
* 594,474 


1,275,667 
* 89.104 


1,053,912 


* 3623087 * 


* 146,635 


652.512 
162,660 
615,869 
w AS 277 


916.047 
383,715 


17.05 
11.69 
10.52 


15.62 
21.30 
16.68 

3.44 


14.16 
20.17 
14.18 


Unearned 
Increase 
$3,269,598 

3,532,889 
7,957,480 
+ 799,538 


3,354,568 
2,378,499 
4,935,423 
1,560,342 


3,201,342 
1,946,757 
3,145,884 
1,294,148 


3,880,427 
+ 300,983 


1,460,537 
2,605,053 
3,715,653 
t 877,091 


1,402,484 
2,743,258 
+ 660,641 


1,484,477 
1,742,386 
3,073,879 
7 563,980 


1,058,828 
1,402,032 
2,205,072 

206,272 


910,128 
1,320,124 
2464,332 

¢ 985,425 


1,863,905 
1,895,028 
3,137,199 
71,553,310 


830,686 
1,092,401 
2,219,385 

t 489,734 


1,349,245 
971,896 
1,698,393 
t 264,623 


688,655 
825,616 
1,466,814 
FL, 152,179 


+ 136,880 


862,090 
760,132 
983,951 
156,205 


688,146 
787,939 
1,721,125 
+ 56,808 


865,320 
925,397 
1,686,656 
t 121,717 


673,233 
641,424 
1,278,112 
ft 19,068 


525,318 
636,295 
+ 383.385 
+ 71,881 


1,634,282 
181,491 


1,168,068 
+ 339,606 


497,325 
855.088 
t 462,939 


835,371 
383,737 
821.439 
+ 184,719 


+ 474,598 


597,208 
+ 179,409 

902.532 
+ 329,629 


Profit 
2,500,026 
3,848,275 

*1,569,282 
* (267,672 


1,908,142 
5,253,108 
* 675,940 
*1,950,392 


1,352,712 
937,526 
447,571 
655,632 


* 106,668 
* 342,029 


791,539 
1,885,064 
103,066 

* 923,708 


1,696,879 
* 233,404 
1,256,627 


662,704 
1,588,931 
48,558 
6,975 


797,846 
1,652,409 
205,688 


49,523 
895,839 

* 488,969 
399,117 


948,743 
1,395,843 


463,140 
744,507 
* 273,432 
* 43,645 


* 408,728 


103, 713 


964,090 
2,148,236 
401,876 
*1,127;979 


* 20.866 


344,020 
587,161 
* 132.567 
* 389,978 


285,397 
259,329 
22,408 

* 694,261 


91,862 
649,610 
* 267.468 
* $28,597 


690,233 
1,051.673 
* 73.606 
2,522 


889.369 


* 358.615 
* 270,595 
* 114.156 
* 42,481 


833,952 
266.697 
289,334 
197.447 
960.679 
201.998 
* 232.576 
* 300,912 
* 261,378 
* 91 703 
* 379,045 
AAT 
* 235,868 
12.514 
145,914 
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Boyle Succeeds Lock 
As Atlas Manager 


CHANGE. EFFECTIVE TOMORROW 








Retiring Manager Once Saved Eastern 
Union From Collapse; Outstanding 
Student and Constructive Figure 





Frank Lock, who for more than half 


a century has been a fire insurance 
man—one of the best—today retired 
from the position of manager of the 


is suc- 
ceeded by Oswald G. Boyle, who has 
been sub-manager. Mr. Lock belongs to 
the school of business men who are 
paradoxically difficult to write about 
and at the same time are easy to write 


Atlas Assurance Company and 


about. His activities have been many, 
his accomplishments large and none 


of them have been of the type that is 
heralded by a brass band. Getting in- 
formation from Mr. Lock himself is a 
hopeless task, as his own story of his 
business life in America was summed 
up to a reporter this week in thirteen 
words: “I came to my. office every 
morning and I left it every night.” 


Belonged to Celebrated Group 

Mr. Lock was a member of a group 
of managers of foreign insurance com- 
panies who made insurance history, an 
exceptional body of men who had their 
own code of ethics and it was a high 
one. Many of them are now dead, some 
are retired and at least two continue 
prominent and active—Archibald G. 
McIlwaine, of the London & Lancashire, 
and Charles H. Post, of the Caledonian. 
The relationship between many of 
these managers was unusually close. 
Mr. Lock loomed into prominence in 
the selected group of men who did 
things in fire insurance by reason of a 
keen judgment and comprehensive vi- 
sion which enabled him to give advice 
when it was sorely needed. During the 
years a constant stream of people 
sought him in his office—one might 
almost say his cloister—to ask him 
whether this or that thing should be 
done, and always the advice was cheer- 
fully and courteously given. He might 
have correctly been called “the insur- 
ence referee.” 

His aim always was to build up, never 
to tear down. Probably his most ef- 
fective constructive achievement was 
to save the Eastern Union of which 
he was president. There was a time 
when that organization, which has done 
much good in the business, was headed 
Straight for the rocks with resignations 
of companies in sight and the respon 
sibility for saving the ship was given 
by many to Mr. Lock. He wag also 
largely responsible for the organtza- 
tion of the General Adjustment Bureau, 
of which he was the first president. He 
also was an active figure and director 
of the Underwriters Salvage Co., and 


he had his share in the organization 
of the Re-insurance Bureau. 


Real Student 
That Mr. Lock is a real student 
of the business was publicly demon- 


strated by his once a year review of 
underwriting, rate, legislative and other 
questions which was printed in a New 
York daily paper. These reviews ran 
over several columns and constituted 
almost a text book of the year’s pro- 
ceadings. His last public appearance was 
before the mid-year meeting of the Na- 
tional Association of Insurance Agents, 
when he covered many important prob- 
lems now confronting agents and under- 
writers and took a punch at the Edson 
S. Lott mutual advertising, which he 
declared exaggerated the production 
situation and was valuable to the mu- 
tuals because of the advertising it gave 


them. For sometime it was rumored 
that Mr. Lock was the spokesman in 
this country of the British Insurance 


companies, but this he denied. 


How He Entered the Business 

Hanging in the office of Mr. Lock is 
an interesting old print showing a num- 
ber of hay stacks burning. This pic- 
ture was the reminiscent symbol to 
Mr. Lock of the manner in which he 
entered the fire insurance’ business 
fifty-two years ago. Some hay stacks 
on his father’s property on the Isle of 
Wight burned; they were insured in 
the Commercial Union and Mr. Lock and 
his brother made the journey to the 
Commercial Union office to present and 
collect the claim. While there he was 
so impressed by the company that he 
made an application for a_ position. 
Office boys and clerks weren't hired 
on sight in those days and six months 
elapsed before Mr. Lock received a 
letter from the Commercial Union in- 
forming him that he had been ap- 
pointed a member of the staff. That 
was his entrance to fire insurance. 

He remained eleven years with the 


Commercial Union. ‘For four years 
he was foreign superintendent of the 


Kire Insurance Association of 
For two years he was United States 
manager of that company. Before be- 
coming manager of the Atlas he was 
general agent. 
The New Manager 

The career of Oswald G. Boyle is 
one of those American careers in which 
an intelligent, hard-working boy enters 
an insurance office, watching every op- 


London. 


portunity to master his business and 
making good in every position until 


finally he reaches the top. He started 
as a clerk with the old American of 
New York in 1891 and worked through 
various positions including the maps 
until the company sent him into the 
field. His territory was New York and 
New Jersey. In 1896 the Manchester 
bought the American and Mr. Boyle 
was transferred to Pittsburgh to travel 
Pennsylvania territory. One of the last 
things he did for the Manchester was 
(Continued on page 21) 














THE 


TOKIO 


MARINE AND FIRE INSURANCE COMPANY, Limited 








UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 
80 MAIDEN LANE, NEW YORK 


























es em MN EEN RRNA LLL LC: TST, 








with tremendous resources. 


store national conditions. 


Work and save. 


E. Kimball, President 





Our government is stable, our 
every reason to believe that our 


Dammin¢ the 
Stream of 


Pessimism 


NSURANCE Agents are able to measure fairly accurately 
business conditions. They realize that ours is a great country 


There 


business conditions will work out 


people are intelligent. is 


very satisfactorily, although gradually. 

American business men can be relied on to do their utmost to re- 
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SOUTHGATE ON GENERAL COVERS 


(Continued from page 1) 


the assured against the negligence and 
carelessness ot his employees who 
handle his insurance. 


Brokers’ Scheme to Obtain Business 
From Local Agents 
The whole idea, however, emanates 


from the broker and is a typical brokers’ 
scheme to obtain business from the 
local agent. Due to the fact that New 
York is the money center of the East 
and of the South, the majority of large 
manufacturing industries of these sec- 
tions maintain their home office in that 
city, making it very much easier for 
the broker to get in touch with the 
owners of large values, and suggesting 
schemes of this kind to the hurt and 
detriment of the local agents residing 
at the point where their various plants 
are located. 

The practice of writing general cov- 
ers, which started some few years ago, 
is continually growing, and the method 
of reporting and handling this kind of 
insurance is continually changing. Now, 
in some cases general covers are issued 
to concerns that have only two plants, 
and later along it is probable that an 
assured will be able to obtain a general 
cover when he has just one p’ant and 
can show that his values fluctuate con- 
siderably throughout a period of a few 
months. There is no question that the 
privilege granted by various rating as- 
sociations for writing such policies is 
being abused and copipany officials are 
realizing this fact f such an extent 
that I am informed that committees 
representing the Eastern and Western 
Unions, Western Insurance Bureau and 
the Southeastern Underwriters Associa- 
tion are to meet prior to April 1 to con- 
sider proposed amendments to rules 
governing the writing of general cover 
contracts. 

Where Specific Insurance Should Pre- 
vail 

Assureds having no great fluctuation 


in values, irrespective of the number 
of locations, should be confined to spe- 
cific insurance, which they ought to be 
able to purchase at a lower cost than 
they would pay for general cover con- 
tracts, and, in my opinion, that is the 
general theory on which improvements 
in the rules governing these contracts 
will be based, 

In North Carolina many large risks 
have been lost to the brokers due to 
general covers, even though some 
agents are obtaining (due to a very 
wise law passed through influence of 
the insurance agents at a session of the 
Legislature some years ago) 10% com- 


mission. Certainly the agent loses 
touch with the assured, even though 
sent a policy by some company that 


has assumed a proportion of the total 
liability to countersign with instruc- 
tions to charge the company with the 
total premium as shown on the face of 
the policy, and credit it with the same 
amount, assuring them that at the end 


of the year that adjustment will be 
made, and that it will be sent a check 
for its proportion of the earned pre- 
mium., 


Agents Once Received Copies of En- 
dorsements 


There was a time when the com- 
panies sent the agents copies of such 
endorsements showing fluctuation of 
values as were attached to the original 
contracts, but permit me to refer to a 
circular received from one of the lead- 
ing insurance companies in the coun- 
try, dated May, 1921, and headed “Un- 
derlying Policies of General Cover Con- 
tracts,” which reads as follows: 

“The clerical work connected with 
the monthly reports of fluctuating 
values and the attendant additional pre- 
miums and rebates to our agents has 
become so burdensome that hereafter 
we will record in this office the month- 


ly endorsements pertaining to declara- 
tions of values and at the termination 
of the underlying policy, remit the pro- 
per commission due your office on same. 

“This method will give you the same 
net commission as wou'd have resulted 
if the indorsements had been handled 
monthly through your account and save 
you considerable labor.” 

Agents Can’t Keep Tab on Commission 

It is not possible under such an ar- 
rangement for the agent to have any 
check on the commission that he should 
earn. He has been completely divorced 
from the assured and the alimony, to 
my mind, is inadequate. 

Some months ago I received a letter 
from a company requesting that I send 
them a check for $6.50, being the return 
commission on the adjustment of a 
policy written in 1919 under the gen- 
eral cover form. IT wrote this company 
requesting that it give us further de- 
tails. The reply read as follows, the 
letter being headed “General Cover Pol- 
icy Number (blank)”: “Complying with 
your request of the 5th inst., we advise 
the actual amount of liability under the 
above: policy was as follows: 


AE LAS | Se a a ORR $20,432 
ST by L- a  oe pe 21,027 
OY 0 os: bine ens ues selene’ 12,537 
3 |e Pe Te 7,524 
"sp LA | ae ee 4,258 
DOU PEE iain ste eenaee Nothing 


With this information in hand I was 
supposed to be in a position to check 
my records and easi'y and clearly see 


why I should pay this company a re- 
turn commission of $6.50. More as a 


matter of curiosity than anything else, 
I went into the matter fully and found 
that the total Griginal Commission had 
amounted to approximately $9.13. 


South Carolina’s Cotton 
Commission 


Warehouse 


A few years ago the Legislature of 
North Carolina created a Cotton Ware- 
house Commission, empowering this 
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ASSETS AND LIABILITIES 


Capital ...........$ 600,000 


Reserve _Reinsur- 
ance Funds ..... 1,562,257 
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Net Surplus ...... 789,027 
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ASSETS AND LIABILITIES 


Capital ...........$1,250,000 


Reserve  Reinsur- 
ance Fund ...... 5,021,670 
Reserve all other 
liabilities 1,405,201 
Net Surplus ..... 2,840,571 
OS ete .. . $10,517,442 


Policyholders Surplus, $4,090,571 
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MMAR) ois oer .. .$4,360,509 


Policyholders Surplus, $1,851,855 
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commission to buy and build cotton 
yarehouses in the name of the state. 
Farmers storing their cotton in these 
warehouses were issued cotton certifi- 
cates on which they could borrow a 
percentage from the banks and hold for 
higher prices. The state, of course, 
added to the storage charges insurance 
cost and certain other minor overhead 
charges, assuming all responsibility in 
the event of a fire loss, This business 
shou'd and could have been cared for 
by the local agents at the points where 
the warehouses were located, it being 
only necessary for the warehouse com- 
missioner to carry an excess cover for 
an amount of approximately $25,000 
to cover at any location where the in- 
surance might be needed at a cost even 
lower than that of specific insurance, 
thus permitting the local agents to 
place this business in such companies 
as they saw fit, they obtaining 15% com- 
mission and doing business direct with 
the assured. In a short time, however, 
certain brokers and agents taking ad- 
vantage of the situation, suggested to 
the warehouse commissioner a general 
cover form. He was delighted with the 
idea. In consequence, the business is 
now being carried by eleven North 
Carolina companies, and only agents 
representing these companies are ob- 
taining a share of the commission. 
However, I do not believe that in this 
instance this particular general cover 
is proving satisfactory to the assured, 
and T know that some of the companies 
are already tiring of their contract. 


Situation Serious for Local Agents 


Many of the big 
North Carolina and Virginia are being 
carried under such a form, and | feel 
sure that there is not an agent who 
has had any experience, certainly in 
this section of the country, who can 
truthfully and frankly say that it is any- 
thing other than a nuisance and a loss 
to his commission account. If local 
agents’ organizations choose to. sit 
supinely by and see this practice grow 
as it is now doing without a protest, 


tobacco lines in 


without requesting the companies, by 
all means, to put general cover con- 
tracts and specific insurance on the 


same basis—I mean by that, to charge 
more for general covers or less for 
specific insurance, the time is almost at 
hand when the small agents and the 
small companies will confine their writ- 
ings to dwellings and mercantiles. The 
big values will be gone, going to the 
big companies, the big agents and the 
brokers, and we will be back to the 
starting point. 

I believe that the agents should be 
alive to this situation and shou'd do all 
in their power to insist that at the 
meeting to be held by the committees 
representing the various rating bureaus 
of this country, the rules be amended 
in such a way that only those assureds 
entitled to this kind of contract can 
buy them and then only by paying a 
premium commensurate with the value 
of the kind of contract purchased. 


BOSTON PROTECTIVE ELECTION 


At the forty-eighth annual meeting of 
the Boston Protective Department held 
last Friday, Henry M. Fenton, Boston 
manager of the Liverpool & London & 
Globe, was elected president to succeed 
John J. Cornish, whose term had ex- 
pired. Other officers elected were: 
Charles H. J. Kimbali, Boston manager 
of the North British & Mercantile, vice- 
president to succeed William EK. Daven- 
port, whose term also expired; Charles 
W. Gooding, secretary and treasurer, 
and A. W. Buntin, William Gilmour and 
Robert J. Dunkle as directors. 


MADE GENERAL AGENT 


P. W. Clark, special agent of the In- 
surance Company of North America and 
the Alliance of Philadelphia, for West- 
ern New York, has been appointed gen- 
eral agent of the Alliance, He will g0 
to the home office on April 1. H. Jo 


seph Noble, special agent in the Penn- 
sylvania field, will take charge of Mr. 
Clark’s territory and 
quarters in Buffalo. 


make his head- 
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New Rate Act In 
This State Marks An 
Epoch in Insurance 


FOLLOWS COMMISSIONER’S LEAD 





Incidents Which Lead Up to Right of 
Superintendent to Review Rates; 
Why Untermyer Talked “Jokers” 

and Why He Was Wrong 

Now that New York State has given 
to the Superintendent of Insurance the 
power to adjust rates if it be proven 
that profit is unreasonab’e on the one 
hand or inadequate on the other—an 
cpochal measure in the history of in- 
surance—it might be well to review a 
few of the incidents leading up to the 
final enactment of such important and 
controversial legislation. 

This controversy grew, with a collec 
tion of scandalous rumors in its wake, 
until the Governor of the state, indig 
nunt at some of the tactics being used 
to discredit the work of both the Legis 
lature and the Insurance Department, 
finally issued a statement to the press 
in which he took to himself responsi 
bility for putting back in the bil’ some 
wording which had been eliminated, 
during the various reprints of the meas 
ure, the insertion of this wording hav- 
ing been severely criticised by counsel 
for the Lockwood committee as filling 
the measure with “jokers.” The Gov- 
ernor also made a strong and curt de 
fense of the Superintendent of Insur 
ence, who had been a target for some 
¢? the vitriol of the Lockwood couns?! 
charged, in fact, with being one of the 
chief instruments in the insertion of 
these “jokers.” 


Paragraph As Finaily Reached Governor 

In order to put the story in a clearer 
light, the rate supervisory paragraph 
of the act as finally amended should be 
read, and the “jokers” studied. The 
correct wording fo'lows: 

“It shall be the duty of the Superin- 
tendent of Insurance, after due notice 
and a hearing before him to order an 
adjustment of the rates on any fire in- 
surance risk’ or class of risks whenever 
the profit as derived trom such rate for 
a period of time not less than five years 
immediately preceding such adjustment 
is excessive, inadequate, unjust or un- 
reasonable.” 

Untermyer said there was a “joker” 
because the preceding paragraph had 
been in the first reprint of the rating 
measure, but after various conferences, 
had gotten down to this: 

“It shall be the duty of the Superin- 
tendent of Insurance after due notice 
and a hearing before him to order an 
adjustment of the rates on any fire in- 
surance risk or class of risks whenever 
the profit derived from such rate is 
excessive, inadequate, unjust or unrea 
sonable.” 

That was the vague way the Lock- 
wood committee wanted it. 


No Secret Jockeying With Bill 

Now to fire insurance executives and 
others who keep in close touch with 
the National Convention of Insurance 
Commissioners the rate supervisory 
section as it finally reached the Gov- 
ernor has a familiar sound, There is 
nothing of over-night secrecy about it, 
nothing which can be said to have been 
sudden’y sprung on an unsuspecting 
public as an attempt to rob it or take 
advantage of it. For several years this 
very topic has been before the National 
Convention of Insurance Commission 
ers, Which, after innumerable hearings 
on the various and finer shadings — of 
What constitutes banking profit and 
What constitutes underwriting profit, 
and how conflagration liability should 
be allocated, and how many years’ ex- 
perience shall figure in all these calcu- 
lations, finally made its decision in a 
report which was adopted by the com- 
missioners’ committee with but one dis- 
senting vote. 

And so to a!l the supervising insur- 
ance department officials how profit 
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We Stand Squarely Behind 
The American Agency System 


We stand squarely behind the American 
Ageney System. The Home of New York 
recognizes the place that the local agent 


eecupies in 
iuportance 


the business of insurance, the 
of his position as the medi- 


um of supplying the Companies’ protection 
io the public, and that the American Agency 
System is most practicable and serviceable. 


\ccordingly this Company favors and 
practices co-operation with agents and their 


associations, 


national and territorial, having 


for their object the preservation of the 
American Agency System and the mainten- 


ance of its 


operating to 


impairment. 


broad, proper principles, and 
prevent its over-throw or 
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shall be figured and how conflagration 
loss shall enter into the calculation is 
an open book. As for the one dissen- 
ter—the commissioner from Arkansas— 
this question of method of computing 
profits was reviewed and approved by 
courts in his own state. They decided 
against him. 


Series of Conferences 


Now, to get back to the rating bills. 

The Superintendent of Insurance 
naturally kept en courant with the 
Lockwood Investigating Committee’s 
investigation of insurance matters. The 
Lockwood committee derived its author- 
ity from the state; so does the Depart- 
ment of Insurance. Both being state 
bodies, it was incumbent that there 
should be at least some sort of har- 
monious co-relationship when it came 
to drafting new measures having to do 
with laws which the Insurance Depart- 
ment would be required to enforce long 
after the Lockwood committee had 
passed into oblivion. The situation 
further was complicated by an under- 
current of criticism of the former head 
of the Insurance Department by counsel 
for the Lockwood committee, even be- 
fore the committee made its report. 
This criticism was published in the 
newspapers as it was made by Mr. 
Untermyer in the form of questions ‘put 
to witnesses. 

Believing that some amendments to 
the insurance code must necessarily 
follow recommendations which would 
be made to the legislature by the Lock- 
wood committee the Insurance Depart- 
ment decided to do its share in help- 
ing to draft amendments which would 
be fair to the public and to the car- 
riers and sellers of insurance. It was 
a difficult position for the Department 
to be in. It had to resist popular 
clamor skilfully manufactured by the 
counsel of the Lockwood committee, 
when that clamor meant injustice to 
the great and legitimate business of 
insurance. On the other hand, it must 
quickly lend a hand in ironing out 
certain abuses or discriminations which 
undeniably had crept into the insurance 
business. 

There, therefore, began a long series 
of conferences in the Insurance Depart- 


-ment, presided over by Colonel Stod- 


dard. Here were invited all the various 
and often conflicting interests. The 
rating questions were discussed from 
every angle, some of them new ones. 
Not the least interesting delegation 
were the New York State non-boarders 
whose viewpoint furnished a distinct 
problem. 

This has been a troublesome situa- 
tion in New York for some years, the 
Department having tried to work out 
some plan by which the non-boarders 
would file rates, and be prevented from 
making discriminations in different 
risks of the same hazard, fire depart- 
ment conditions and exposure. 


Five Prints in All 

The result of these conferences was 
the introduction into the Senate of a 
bill, Print 1421--there were a number 
of these prints (different editions) be- 
fore the fifth one went through. An 
examination of Print 1421 showed neces- 
sity of minor mistakes being corrected 
which resulted in the introduction of 
Print 1631, which represented the best 
thought of the persons sitting in at the 
conferences—and those who sat includ- 
ed counsel of the National Board of 
Fire Underwriters, counsel of the mu- 
tuals, managers of rating organizations, 
as well as a representative of the 
Lockwood Committee, who, by the way, 
attended the first meeting. This was 
Senator Tolbert. 

When counsel for the Lockwood com- 
mittee saw Prints 1421 and 1631 he 
suggested certain changes. 

Mr. Stoddard and some of the con- 
ferees discussed mooted paragraphs at 
length. The principal point of discus- 
sion, of course, was the one about 
the superintendent’s function relative 
to rate review. Untermyer couldn’t 


understand how the individual risk 
owner was going to prove size of un- 
derwriting profits; or that even if the 
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underwriting profit on a class were rea- 
sonable it might be unjust so far as 
his individual risk were concerned. He 
thought underwriting profits should be 
judged by experience on a particular 
class under dispute and not on all 
classes. He didn’t want to endorse the 
five years’ experience proposition at 
all, on the theory that the ordinary 
person going to the Department could 
not prove what the five years’ experi- 
ence was. but here Mr. Untermyer did 
not take into account that while the 
complaining policyholder might not 
know the Department would, and that 
its position would be to weigh the 
policyholder’s complaint fairly and see 
that he got justice in his rate. 

Mr. Untermyer even made the argu- 
ment that there might be some classes 
of risks on which there were no five 
years’ experience available. 

When it came to the conflagration 
section the Lockwood counsel had many 
objections to offer, but this naturally 
appeals to the New York department 
because New York has the greatest con- 
flagration hazard. It has been the aim 
of the Department constantly to try 
and get other states to recognize the 
conflagration hazard; that the liability 
must be spread so that all may help 
in event of such a catastrophe, just 
as New York State did its share in 
helping the companies out of insolv- 
ency when the San Francisco conflagra- 
tion wiped out so many of the surpluses. 


Non-Boarders 


When the section about the non- 
boarders was reached Mr. Untermyer 
wanted this section left out: “Every 


person, association or corporation au- 
thorized to transact the business of fire 
insurance within ‘this state shall either 
maintain or be a member of a rating 
organization or shali subscribe for and 
adopt as a standard the rates and rules 
of such an organization.” 

The non-boarders themselves did not 
want to file rates. However, when 
finally amended the section applying 
to them reads: 


“Regulation of other insurance rates; 
exceptions. Every corporation, asso- 
ciation or bureau which now exists or 
hereafter may be formed, and every 
person who maintains or hereafter 
maintains a bureau or office for. the 
purpose of suggesting, approving or 
making rates for insurance, other than 
specifically excepted herein, upon risks 


within this state hereinafter called 
‘rating organization’ shall furnish its 
service without discrimination to any 


person, association or corporation au- 
thorized to tfansact the business of 
insurance within this state applying 
therefor. No such person, association 
or corporation shall be a member of, 
or adopt as a standard the rates of, 
more than one rating organization for 
the purpose of rating the same class of 
risks for the same hazards. The ex- 
pense of maintaining such rating or- 
ganization shall be paid directly by the 
members and by such associations, cor- 
porations and subscribers in accord- 
ance with the reasonable rules of the 
rating organization. The schedules, 
rules and methods employed in com- 
puting the rates charged for insurance 
shall be reasonable. 

“Every such rating organization shall 
fix basis classification rates formally 
adopted for all risks within this state 
rated by such organization. Any de- 
* parture from such basis classification 
rates shall be in accordance with sched- 
ules and rules formally adopted by such 
rating organization and filed with the 
superintendent of insurance .. .” 


Finish of Non-Board Rates 


This means eventually the end of non- 
boarders in this state as the non-board 
companies have upon several occasions 
informed the Insurance Department 
that they will become association com- 
panies in this state. They have no 


rate making association of their own 
here and will not attempt to form one. 
The superintendent, it is understood, 
will give them time to adjust their 


rating affairs under the new law 80 
as not to cause them any unnecessary 
inconvenience. 

There were a number of interesting 
incidents at Albany before the bill 
finally was reported out and reached 
the Governor. In Print No, 1828—the 
fourth one—and the one which the leg- 
islative correspondents thought was the 
concluding and correct measure and so 
sent tg newspapers of the state, the 
rate review section did not include any- 
thing about the five-year experience or 
the conflagration hazard, and when 
these provisions finally were found to 
have been in the bill reaching the Gov- 
ernor there was talk by Untermyer 
about jokers. It will be recalled that 
he put the blame for these “jokers” 
up to the Speaker of the House and the 
Superintendent of Insurance, calling the 
former an enemy of the common people 
and as to the latter he criticised him 
for alleged treachery, He apologized for 
what he said about Colonel Stoddard, 
and later he was mercilessly flayed by 
both the Governor and the Speaker, 
The Governor took upon his shoulders 
the responsibility for having put these 
provisions back into the bill. It wi'l be 
recalled they were in the first print, 
No. 1421. 

An Epoch 


The new rating bill in this state may 
be properly designated as epochal. The 
fire rating section incorporates the best 
and most up-to-date provisions of the 
rating law of other states. It is also 
the first complete casualty rating bill 
passed by a Legislature of any state. 
It would not surprise insurance ob- 
servers if other states followed the lead 
of New York in passing similar meas- 
ures. 

And that is one reason why the New 
York Insurance Department had _ to 
stand by its guns and fight the battle 
not only of the people but of the insur- 
ance companies themselves, so that all 
should get a square deal. 

All through the fight Mr. Untermyer 
was extremely careless and sometimes 
vicious in his expressions. In several 
interviews he used the epithet “corrupt 
insurance lobby.” In the minds of the 
public “corrupt lobby” means a lobby 
which bribes legislators. Sven Mr. 
Untermyer did not mean that any one 
connected with insurance tried to bribe 
any member of the Legislature. One 
reason why he was peeved was that he 
was suffering from “author’s pride.” He 
did not want anyone to oppose anything 
he recommended. 





FAVORS $25 LICENSE FEE 
Albany, March 28. 

tditor The Eastern Underwriter: I 
was interested in the editorial in The 
Yastern Underwriter headed 
$100 Licenses.” 

The J. J. Kanner Company’s comment 
on the ease with which licenses are is- 
sued is worthy of serious consideration. 


“Favors 


The fee for a state license is so small 
that it encourages part-time agents and 
owners of property to have some one in 
their employ with a broker's license. 

Were the fee raised to $25 it would 
mean a considerable increase in reve- 
nue for the state and would do away 
with many objectionable brokers. 


HOWARD B. STARK. 
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QUEEN APPOINTS M’CULLOUGH 
Heads Western Department As Suc- 
cessor to P. D. McGregor; Thomas 
& Helliwell Assistant Managers 





The CARE 

that is given details distin- 
guishes a company _ that 
offers INDIVIDUAL ATTEN- 
TION to its AGENTS. 


Wational Liberty 


INSURANCE CO. OF AMERICA 


Wiliam E. McCullough has been ap- 
pointed manager of the Western de- 
partment of the Queen Insurance Com- 
pany of America, succeeding P. D. Mc- 
Gregor, who lately resigned on account 





of illness. Mr. McCullough has been Fire 
with the Queen for many years and has Rents 
had a long experience in the West. He Marine 
was special agent for the state of Wis- Tornado 
consin and during recent years has been Explosion 


assistant manager under Mr. McGregor. 
During Mr, McGregor’s recent absence 
from the office, while he was abroad, 
Mr. McCullough has been in charge of 
(he Western department. 

Charles F. Thomas and Charles P. 
Helliwell have been appointed joint as- 
sistant managers for the Western de- 
partment. Mr. Thomas has been state 
agent for the Royal Insurance Company 
in Texas for the past eleven years. Be- 
fore going with the Royal he was state 
agent for the Phoenix of Brooklyn in 
Kansas and Oklahoma. Mr. Helliwell 
worked his way up through the office of 
the Queen and became state agent for 
Wisconsin. In 1919 he was appointed 
second assistant manager. 


Wind Storm 

Tourist Baggage 

Use & Occupancy 

Sprinkler Leakage 

Riot & Civil Commotion 
Established 1859 
Head Office: 
709 Sixth Avenue, New York 











BROKERS- 


Representative 


A combination of real S-E-R-V-I-C-E 
Boston - Royal - Orient - Hartford - Cont.- 
Fire Assoc.-Phoex. of H.-No. Bri. & M.- 
Prov. Wash. - Northern - Agric. -G. Falle- 
Niag.-Great Am.-Home. 


CLINTON J. AYRES 
70 Main Street 
SARANAC LAKE, N. Y. 


Title to the triangular building ‘in 
Philadelphia, at Third, Walnut and Dock 
streets, owned and occupied by the 
People’s National Fire Insurance Com- 
pany, formerly and for many years the 
Stock Exchange, has passed to J. W. 
Hallowell, subject to a ground rent of 
$437.79 and a mortgage of $150,000. The 
assessment for taxes is $180,000. 



































a LE ROY, OHIO. gf 


HAWLEY, Pres. 
CROOKS, Treas. 


Matin 


~ FG satan ——-) 


ORGANIZED 1848 W. E. HAINES, Secy. 
N. R. CHALFANT, Asst. Secy. 


< Ohio's Oldest and Strongest Company 


Surplus $1,195,519.73 
AN AGENTS COMPANY 


E. K. SCHULTZ & CO. 
PHILADELPHIA 


GENERAL AGENT 
Pennsylvania, New Jersey, New York, Connecticut, 
Massachusetts and Rhode Island 
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Insults Special Agent; 
Loses His Supplies 


KIRKLAND TO THE RESCUE 





Just What H. B. Hobbins Said to Con- 
tinental Field Man Still Cloaked 
in Mystery 





Gather ’round, you special agents! 
Listen closely to this story of a haughty 
local agent and a company winning 
gory; of a special, poor but honest; 
of an honor scorned and crushed; of a 
company executive who to his defense 
he rushed. 

In a city of Wisconsin—Madison, ’tis 
true, the name is, there’s a local, H. B. 
Hobbins, doing right well in the fire 
biz; “doing right well” puts it mildly, 
as in coin he’s simply rolling. Lots of 
time he has for golfing or for motoring 
or bowling. 

One day while wrapped up in busi- 
ness, handling matters monumental, 
drifted to his shop a field man, special 
of the Continental. Interview was not 
propitious; air became a trifle blue. 
Scene turned into stirring drama; cast 
of characters those two. Special beat 
a quick retreat while his soul just 
writhed in pain; said that he had been 
insulted and his H. O. would raise cain, 

What it was that Hobbins told him 
never yet has reached the press; may 
have kicked about a hair cut, Hobby’s 
keen about his dress. May have pulled 
a Freddy Bruns, and called the field 
man a poor deuce, rarely aiding with 
advice in times when lines were cutting 
loose. Anyway, he reached Chicago; 
saw Will Kirkland—spilled his woes. 
Wi'l’s assistant secretary—strong for 
friends; no use for foes. 

“Varlet,” shrieked the valiant Kirk- 
land; “he can’t snub a poor field man; 
I will hop the train for Madison and 
to Hobbins tie a can.” 

And here the scene shifts to Wis- 
consin; Kirkland was good as his word. 
Bearded Hobbins in his office; what he 
said may be inferred. 

yrabbed supplies from Hobby’s office; 
named another local there. Thus the 
special had his vengeance; other locals 
have a care! 





ASKS VIEWS ON NEW COVER 


Insurance Commissioner of Colorado 
Sounding Out Company Heads 
in New Inquiry 





The Insurance Commissioner of Colo- 
rado has written to a number of promi- 
nent companies and asked them to give 
him their views on the new excess 
cover proposition. The commissioner 
has not taken a position in this matter, 
but is merely making inquiry for pur- 
poses of information. 





VERMONT FIGURES 

The net premiums received and net 
losses incurred by fire companies li- 
censed to do business in Vermont for 
1921, as taken from the annual state- 
ments filed with the insurance depart- 
ment of that state, are as follows, 
with the company’s name first, the net 
premiums next and net losses incurred 
last: 

Aetna, $53,900, $17,447; American 
Eagle, $9,336, $1,709; Atlas, $15,038, 
$3,059; Continental, $44,524, $11,953; 
Fidelity-Phenix, $35,215, $6,535; Fire 
Association, $14,860, $3,855; Fireman’s 
Fund, $24,548, $6,334; Glens Falls, 
$5,039, $325; Great American, $21,987. 
$9,230; Hartford, $80,745, $27,041; 
Home, $82,527; $20,250; Insurance Com- 
pany of North America, $49,520, $26,- 
013; Liverpool & London & Globe, $63,- 
474, $9,757; National Liberty, $14,354, 
$2,406; Niagara, $32,050, $3,989; North 
British & Mercantile, $20,411, $1,379; 
Royal, $34,047, $12,263; Springfield, 
$35,069, $10,393. 





A. C. Townley, founder and presi- 
dent of the Non-Partisan League which 
is against stock company insurance, 
has announced that he will retire from 
that organization. 
























NORWICH UNION 
reputation has been ac- 
quired through a century and 
a quarter of honorable and equitable dealings with its 

patrons and representatives. 


The ideals thus acquired are the ideals of the 


NORWICH UNION COMPANIES. 


When you make a sale, sell the best. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Darlington, Manager 
J. F. Van Riper, Branch Secretary 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President J. G. Mays, Secretary 


In Union There Is Strength—In Norwich Union 
There Is Strength, Security And Service 


Fire, Tornado, Automobile, Sprinkler Leak- 
age, Explosion, Rent, Use and Occu- 
pancy, Tourist Baggage, Riot and 
Civil Commotion, Liability, Bur- 
glary, Workmen’s Compensa- 
tion, Accident & Health, 
Golfers, Plate Glass 


COMPANIES 
















Reciprocal Fight 
Waged in Bay State 


TWO BILLS IN LEGISLATURE 


Stock and Mutual Interests in a Clash 
Which Results in Statements to 
Daily Papers 








An interesting contest has taken 
place before the Massachusetts Legis- 
‘ature relative to the passage of two 
bills authorizing reciprocal insurance in 
the Bay State. Heretofore, the laws of 
the state have not authorized this plan 
of insurance, but the Legislature has 
been under a good deal of pressure to 
admit them, since many of the large 
insurers in the state found it necessary 
to make use of these organizations in 
order to secure sufficient cover, 

This year the insurance department 
and the special insurance commission 
favored the passage of a law authoriz- 
ing the reciprocals to do business, under 
certain conditions providing for  re- 
serves and financial security. 

Local agents of the state are, how- 
ever, opposing the legislation and the 
Massachusetts Association of Insurance 
Agents has recently issued a circular to 
members asking them to get busy and 
help to defeat these bills. 

Among other things, the circular 
says: 

“Do you believe that business houses 
should go into the insurance business 
and insure each other? If such a sys- 
tem were followed to its logical conclu- 
sion the insurance agent would be a 
very small factor in manufacturing and 
mercantile business.” 

Apparently, this circular has been 
very effective, and has aroused the at- 
torney of the reciprocals to issue a 
public statement saying that the lobby 
of the State House in Boston is overrun 
with insurance agents who are oppos- 
ing the bills. 

An attorney has issued a statement 
in opposition to the agents’ circular in 
which he says: 

“In the long run these agents cannot 
make any money by attempting to gain 
a few dollars at the expense of their 
«customers and the consuming public. 
Many big business men are not going 
to deal further with insurance agents 
whose judgment is so unsound as to 
oppose this bill. Every insurance cus- 
tomer should ask his agent before plac- 
ing further business whether he opposed 
legislation for reciprocal fire insurance 
in this commonweaith.” 





A. M. BEST’S TUDOR OFFICE 

For some years the office of Henry 
W. Marsh, of Marsh & McLennan, 80 
Maiden Lane, has been regarded as the 
most artistic insurance private office in 
town, but it now has to give way to 
the new office of Alfred M. Best, at 
75 Fulton street. Mr. Best has a re- 
markable room done in Tudor style. 
The panelling and furniture are in that 
period; there is a Tudor fire place 
while on Mr. Best’s desk there stands 
an electric light with a Tudor shade 
in which appear coats of arms in vivid 
colors. The windows are stained glass 
and two crowns of the Tudor kings 
are also found in the room. The tele- 
phone is behind a movable panel and 
there are many other features of this 
office which are quite out of the ordi- 
nary and impressive. 





MEYER WITH STATE ASSURANCE 

C. C. Meyer, Jr., has been appointed 
special agent of the State Assurance 
Company for New Jersey and will make 
his headquarters at Newark. Mr. Meyer 
was formerly with the Liverpool & 
London & Globe as an examiner and 
as special agent in western New York 
State. Prior to his connection with 
that company he was an examiner for 
the Sun Insurance office. 





APPOINT NEWMAN & McBAIN 

Newman & McBain have been ap- 
pointed metropolitan agents of the Im- 
porters & Exporters in place of W. I. 
Perrin & Son, heretofore the agents 
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Rating Managers 
Will Discuss Radio 


ON PROGRAM AT NEXT MEETING 


Board’s 


New York Latest Circular 
Deals With Receiving Signalling 
Apparatus 


The Association of Rating Managers 
will take up the question of the radio 
at its next meeting. The New York 
Board of Fire Underwriters, which re- 
cently sent out a circular on the radio, 
has issued a second one, ‘‘Radio (Wire- 
less) Signalling Apparatus,” dealing 
with receiving and reading, as follows: 

Receiving Equipments 

Where the antenna is entirely within 
the building the fire hazard due to radio 
signalling apparatus for “receiving” 
only is relatively small and its installa- 
tion requires no special safeguards un- 
less current is taken from the light or 
power circuit. 

The fol’owing requirements covering 
radio receiving equipments employing 
aerial wires should be observed: 

First—The aerial wires should be pro- 
tected by a lightning arrester of ap- 
proved type located outside of the build- 
ing and enclosed in suitable housing. 
One side of such lightning arrester shall 
be connected directly to the antenna 
lead before the latter enters the build- 
ing, and the other side of the arrester 
sha'l connect to the outside ground 
wire; this outside ground wire leading 
from the arrester to the earth connec- 
tion is in addition to and should in no 
way be confused with the _ service 
ground wire connected to the receiving 
instrument. It is recommended that an 
approved single pole knife switch be 


installed outside the building in parallel 
with the lightning arrester in order to 
directly “ground” the aerial when the 
apparatus is not in use and especially 
during lightning storms. 
Second—Where the conductor leading 
from the antenna to the receiving in- 
strument does not exceed in conduc- 
tivity a No, 12 B. & S. gage copper wire, 
the ground conductor may be No. 8 
copper wire or equivalent. This ground 
wire Shou'd be carried outside of the 
building in as direct a line as possible 
to the earth. In case a satisfactory 
ground cannot be obtained outside of 
the building the ground wire may be 
brought into the basement or cellar and 
connected in an approved manner to 
the nearest available water pipe. This 
ground wire must not be connected to 
gas pipe. Where the ground wire is 
brought into the building it should be 
protected from contact with woodwork 
by a continuous porcelain tube. 
Third—All wireless installations for 
“sending” and all “receiving” insta la- 
tions having outside exposed aerial 
lines (antenna) for “receiving” or hav- 
ing connection with a light or power 
circuit, should be approved by certifi- 
cate from this board. 
NEW NEWARK CORPORATION 
Edwin J. Paige, Harold A, Sonn and 
John H. Breckenridge have formed a 
corporation to continue the insurance 
business formerly conducted by the in- 
surance department of Paige & Breck- 
enridge, under the management of Mr. 
Sonn, and also the personal business ,of 
the latter. The new firm is a direct 
agent of the Providence Washington In- 
surance Company, Northern Underwrit- 
ers Agency, Eagle, Star & British Do- 
minions Insurance Company, Atlas As- 
surance Company, Hartford Fire, Henry 
Clay Fire and the Colonial Assurance 
Company of New York. 


“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


More than a Century of Service 


Fire 

WEVateta 
pNticeyesteei ta 

6 Woy aet-vele) 
Rent 

Rental Value 


Leasehold 
Profits 


Registered Mail 
Parcel Post 


Use and Occupancy 


Sprinkler Leakage 


Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
yatbicoseeteloyi (ie Batlel am Ba-tel-jis 
Explosion 

Riot and Civil Commotion 


Losses Paid over nALOROO ORO 


PHILADELPHIA CHANGES 

These Philadelphia agency changes 
took place last week: The Central Fire 
ct Baltimore withdrew the 
of Buckley & Meade and commissioned 
John C. Allen, Jr., and John J. Perry; 
the National Liberty of New York com- 
missioned Herman Schwalbe; the Tokio 
Marine & Fire of Japan transferred its 


from office 





agency from James S. Young & Co. to 
Buckley & Meade. 

Broker's certificates have been issued 
by the Philadelphia Fire Underwriters 
Association to Chas. F. Buchholz, John 
A. Collins, Jacob Friedman, Leslie A. 
Porter and Charles Segall in the local 
territory; also to Creede, Mirick & Co., 
New York City, and M. A. Johnson, 
Chicago. 
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Mutuals Soliciting 
Industries in Mass. 


CIRCULARS TO'’MANUFACTURERS 





Suggest Policies in Stock Insurance 
Companies Be _ Transferred; 
Promise 25% Dividends 





Stock fire insurance men of Massa- 
chusetts are interested in the fact that 
on March 20 the Associated Industries 
of Massachusetts, over the signature 
of Orra L. Stone, general manager, 
issued a bulletin on “Mutual Fire In- 


” 


surance,’ which under the guise of be- 
ing merely an informative communica- 
tion is really a direct appeal to manu- 
facturers to shift their insurance “rom 
stock to mutual insurance companies, 
and in particular to one or another of 





MUTUAL FIRE INSURANCE 
QUESTIONNAIRE 

We have expiring during 1922 
the following insurance which 
we will be glad to place with 
the mutual companies mentioned 
in the Associated Industries let- 
ter of March 20, 1922, with the 
understanding that the gross 
cost will not exceed the stock 
companies’ tariff and with the 
expectation that we will receive 
dividends of not less than 25%. 

We also understand that we 
will have the benefit of the in- 
spection organization furnished 
by these companies and that 
losses, should they occur, will 
he adjusted by independent ad- 
justers selected by the Associ- 
ated Industries of Massachu- 
setts, if we so request, and that 
claims will be settled promptly. 


Location of property to be 
covered 





Value 





Present Rate 





Amount available for 
these mutuals 





Note:—-No risk now _ insured 
with the factory mutual com- 
panies to be included in this 
list and no risk having a 
lower rate than twenty cents. 











eleven listed companies. The selected 
eleven follow: 

Lumber Mutual Fire Insurance Com- 
pany of Boston, Pennsylvania Lumber- 
men’s Mutual Fire Insurance Co. of 
Philadelphia, Lumbermen’s Mutual Jn- 
surance Company of Mansfield, Ohio, 
Indiana Lumbermen’s Mutual of Indian- 
apolis, Minnesota Implement Mutual 
fire Insurance Company, Central Manu- 
facturers Mutual Insurance Company 
of Van Wert, Ohio, Northwestern Mu- 
tual Fire Association of Seattle, Wash- 
ington, Millers Mutual Fire Insurance 
Company of Fort Worth, Texas, Mill 
Owners Mutual Fire Insurance Com- 
pany of Des Moines, Iowa, Pennsyl- 
vania Millers Mutual Insurance Cone 
puny of Wilkes-Barre, Pa., Grain Deal- 
ers National Mutual of Indianapolis. 

it will be seen that the names bear 
a striking resemblance to the group of 
ten mutuals which are operating now in 
New York State under the name of the 
Improved Risk Mutuals, and which have 
their own standard fire policy, approved 
by the New York Insurance Depart- 
ment, and a copy of important sections 
of which was printed in The Eastern 
Underwriter of a fortnight ago. 

Accompanying the bulletin of the 
Associated Industries of Massachusetts 
is a so-called “Mutual Fire Insurance 
Questionnaire.” This is nothing less 
than a direct appeal for a shifting of 


‘She four corners ofthe earth 





Coverage ANYWHERE 


AT HOME OR ABROAD 


FIRE INSURANCE 


and 


ALL KINDRED LINES 


Effective Agency 
Helps for 
Live Agents 
EVERYWHERE 


NORTH BRITISH & MERCANTILE 
INSURANCE COMPANY Ltd. 


76 WILLIAM STREET NEW YORK 
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insurance expiring during 1922. The 
questionnaire is reproduced in a box 
on page 19. The original called for 
a return (after the blanks are filled 
in) to the Associated Industries of 
Massachusetts. 


Tells of Dividends 


In the first paragraph of the ques- 
tionnaire there is practically the mak- 
ing of an agreement that the gross cost 
of insurance will not exceed the stock 
company rate, and that there will prob- 
ably be a dividend of not less than 
25%. 

The bulletin directly states that the 
eleven listed companies will write poli- 
cies at a figure not exceeding the stock 
rate and that they reasonably expec! 
to pay a dividend of at least 25%. 
These companies, according to the bul- 
letin, are operating under the manage- 
ment or supervision of Gale & Stone 
of Boston. The bulletin contends that 
these companies now have a combined 
surplus of approximately eleven and 
one-half million dollars and that they 
have returned to their policyholders 
“dividends ranging from 25 to 45%, ag 
gregating approximately forty million 
dollars.” 

The bulletin then states that the ser 
vice to policyholders appears to have 
been satisfactory, that losses are ad 
justed promptly and paid immediately 
upon completion of papers. The bul 
letin declares unequivocally that the 
underwriting policy of these companies 
is sound ‘and conservative. Among 
other paragraphs, appears the follow 
ing: 

“From a canvass already made of the 
members of the Associated Industries 
it is evident that there is a substantial 
volume of desirable business available; 
that is, business showing a low lo 
record. But before entering into any 
arrangements with the above mentioned 
companies, it is necessary to first as- 
certain just what proportion of your 
present insurance you would be willing 
to place with’ such insurance com- 


panies,” 
The Move to Shift Business 


The first sentence of the paragraph 
just quoted indicates that there is a 
decided move on to shift business to 
these companies and that a preliminary 
canvass has already been made, This 
idea is further borne out by the fol- 
lowing paragraph, which reads: 

“We are assured that provided a suf- 
ficiently large volume of business is 
available, most of the companies in 
this group will undertake this business 


and under this management extend . 


their organization for the benefit of 
Associated Industries members, provid- 
ing for them such satisfactory service 
as they now furnish. They further 
agree that losses will be adjusted by 
any of the leading independent adjust- 
ers whom the Assocrated Industries 
may select, and loss payments will be 
made promptly.” 


An Agreement With Associated Factory 
Mutuals 


There is apparently an agreement, 
too, between these companies and the 
so-called Associated Factory Mutuals 
as is shown by the fact that in the 
bulletin appears the following para- 
graph in capital letters: 

“THESE COMPANIES DO NOT 
CARE TO UNDERTAKE ANY BUSI- 
NESS THAT IS NOW. INSURED 
. WITH THE FACTORY MUTUAL COM- 
PANIES OR IN FACT ANY BUSINESS 
WITH A LOWER RATE THAN TWEN- 
TY CENTS, SO THAT SUCH BUSI- 
NESS SHOULD NOT BE REPORTED 
IN THE ENCLOSED MEMORANDUM.” 

This seems to indicate clearly that 
this is a maneuver aimed directly at 
the stock fire insurance companies and 
that particular care has been taken to 
protect the rights and interests of the 
Factory Mutuals. 

“This is a movement that is not 
limited to Massachusetts,” said an in- 
formant of The Eastern Underwriter. 
Copies of this bulletin are being sent 
to the active officers of all employers, 


Associated Industries 
Men Tell Why Mutual 
Circular Went Out 


MEMBERS ASKED INFORMATION 


Not Attempting to Line Up Manufac- 
turers Behind Mutuals, Says 
General Manager 





Following the action of O. L. Stone, 
general manager of the Associated In- 
dustries of Massachusetts, in sending 
out a questionnaire to members of the 
association and a letter in which a bid 
is made that members of the associa- 
tion give their insurance to the mutuals 
(this letter being printed on another 
page) The Eastern Underwriter made 
inquiries of representatives of the As- 
sociated Industries to find out whether 
General Manager Stone acted on his 
own responsibility or was officially 
directed to take this action. 

The Associated Industries of Massa- 
chusetts is “a voluntary association 
composed of manufacturers organized 
for the purpose of studying proposed 
legislation relative to industrial] situa- 
tion in the state and to promote the 
welfare of organizations affiliated with 
the same and to enact laws for the ben- 
efit of those interested in the associa- 
tion.” 

The Officers 

The officers are: Colonel Charles R. 
Gow, of the Charles R. Gow Co., 6 Bea- 
con street, Boston, president; George 
A. Galliver, of the American Writing 
Paper Co., Holyoke, Mass.; Joseph K. 
Milliken, of the Mt. Hope Finishing Co., 
North Dighton, Mass,, and Malcolm B. 
Stone, of the Ludlow Manufacturing As- 
sociates, Ludlow, Mass., vice-presidents; 
[Wins'ow Blanchard, of the Blanchard 
Machine Co., Cambridge, Mass., treas- 
urer; Theodore W, Little, of the Wal- 
worth Manufacturing Co., Boston, Mass., 
assistant treasurer; George R. Conroy, 
Associated Industries of Massachusetts, 
secretary to Executive Committee; Orra 

1 re ‘ ' 
11, Stone, 1034 Kimball Building, Bos: 
ton, general manager, 

It is reported that the Mt. Hope Fin- 
ishing Company, the Ludlow Manufae- 
turing Company and the Walworth Man- 
ufacturing Company are already in the 
mutuals. The membership is said to be 
over 1,500 and any manufacturer may 
become a member. 


What President Says 

President Charles R. Gow said to The 
Eastern Underwriter in answer to a 
letter from this paper: 

“Acknowledging receipt of your let- 
ter regarding the questionnaire sent out 
by the Associated Industries to its mem- 
bers, [ will say that the questionnaire 
is the result of a unanimous vote of the 
Executive Committee ‘at its last meet- 
ing. 

“For some. time there has been the 
feeling that the 1,500 or more industrial 


manufacturers and kindred associations 
throughout the entire Northwest, and 
perhaps in other parts of the country. 
You can readily understand how a sec- 
retary of one of these organizations, 
looking for a chance to do something, 
might bite at this bait of what is 
equivalent to a reduction of 25% in 
fire insurance rates. Any activities of 
such secretary or other officer along 
this line, through the members of his 
association, would be strengthened 
by the fact that he could point out the 
fact that this proposition was indorsed 
by the Associated Industries of Magssa- 
chusetts. 


CHURCH HAZARD 

A recent investigation by the National 
Board of Fire Underwriters tends to 
show that one cause for the large 
church fires is the increase in the size 
of congregations without any corre- 
sponding development of church prop- 
erty. Careful underwriting is neces- 
sary on church property according to 
the findings of the investigation. 





“fireproof” buildings. 





Henry Evans 
Chairman of the Board 





Home Office: 


_ 80 Maiden Lare 
| New York 





Chicago 





“FIREPROOF?” 


The recent spreading fire in Chicago, seriously damaging 
| the “fireproof” Burlington building, substantiates the oft 
| repcated statement that the altogether fireproof building, 
like the unsinkable ship, has not yet been built. Aggres- 
| sive agents will recognize in this loss a selling lesson of 

value and a convincing argument for full insurance on 


| 

| They will insist that property owners and tenants should, 
| in their own interest, pay more attention to adequate 
means of fire protection, fire prevention and the danger 
from exposure fires which, as in this case, often fails to 
receive proper consideration. 
\| inspections to discover defects which, when remedied, 
| usually merit substantial rate reduction. 


This means more careful 


| The American Eagle maintains a large and efficient 
i field force to co-operate with agents in the protection of 
property and avoiding preventable fires. Increasing num- 
bers of American Eagle agents are taking advantage of 
this service. Why don’t you? 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 





“AMERICA FORE" 


James A. SWINNERTON 
President 


Cash Capital: 


One Million 
Dollars 


San Francisco 














concerns comprising our membership 
might be justified in establishing a mu- 
tual insurance company to cover their 


properties with a mutual advantage, 
This has been determined by our com- 
mittee studying the subject to be un- 
wise and as an alternate step it has 
been suggested that we find out how 
many of the members would be willing 
to pool their insurance in a mutual or 
mutual companies provided there seem- 
ed to be an opportunity for saving a 
sufficient sum of money. 

“The whole matter is in its formative 
stage and the questionnaire is being 
sent out to elicit information which will 
be necessary before final action can be 
determined upon.” 

In a letter to The Eastern Under- 
writer, General Manager Stone wrote: 
“The insurance advisers of the Asso- 
ciated Industries of Massachusetts are 
Sears & Richards, of Boston and of 80 
Maiden Lane, New York, We refer you 
to them in order that they may inform 
you as to reasons why the Associated 
Industries has seen fit to suggest to 
some of its members the propriety of 
carrying certain of their fire insurance 
policies in the junior mutual companies. 

“T think you have misinterpreted our 
efforts entirely when you intimate that 
we are attempting to line up the manu- 
facturers of this state on the side of the 
mutual companies.” 

What Insurance Advisor Says 

Thomas E. Sears, of Sears & 
Richards, Inc., who is the insurance 
advisor of the Associated Industries of 
Massachusetts, who was in New York 
this week, said: 

“The letter of Manager Stone relating 
to mutual insurance is an official letter 
of the association, but certainly has 
been misconstrued as an attack on 
stock-company insurance. This associa- 
tion has had numerous inquiries from 
members, requesting the names of mu- 
tual companies with whom they might 
properly insure. 

“Massachusetts being the home of 
mutual insurance, many, if not the ma- 





SOUND, SOLID AND SUCCESSFUL 


NEW HAMPSHIRE 
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PROGRESSIVE ANNUAL STATEMENT 


danuary 1, 1922 
CASH CAPITAL $ 2.000.000.00 
ASSETS 10,944,349.77 


| FIFTY-SECOND 


LIABILITIES.Except Capital 5.909,144.09 
SURPLUS TO POLICYHOLDERS 3.039.205.68 

















BRITISH AMERICA 
ASSURANCE CO. 


Incorporated 1833 


Toronto, Canada 
Fire, Automobile, Explosion—Riots, Civil 
Commotions and Strikes 
Statement, January 1, 1921 
Lo ee ee siewes eeepeceat $2,209,038.83 
PAADIMUIGE scccccecscesencoses eeee 4,076,029.95 
Surplus in United States.......$ 533,008.88 
Total Losses Paid in United 
States from 1874 to 1920, 
INCUIBIVUE. cc. casansamiserees «+ »$27,719,430.47 
W. B. MEIKLE, Pres. & Gen. Mer. 
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jority of members of the association 
are already insured in the Associated 
Factory Mutual Companies and it is, 
therefore, natural that they should seek 
information regarding mutual com- 
panies which may safely carry the bal- 
ance of their risks which may not be 
eligible to factory mutual insurance. 
The majority of insurance agencies in 
Massachusetts represent both stock and 
mutual companies and it is customary 
for agents and brokers generally to 
utilize mutual insurance to a consider- 
able extent. 

“The office of Gale & Stone manages 
the Lumber Mutual Insurance Company, 
of Boston, and has represented fifteen 
or twenty other mutual companies for 
lumber and woodworking risks for 
many years. They have built up a 
large and competent organization and 
have given particularly good service. 
Many of their companies have been 
writing general business for some time 
and now that they have extended such 
facilities to that office, the Associated 
Industries are assured that their gen- 
eral business will receive the same 
careful attention that has governed the 
handling of their woodworking business 
in the past. 

“The companies that contemplate 
writing this general business are strong 
and we believe sound, both as regards 
their resources and methods of doing 
business.” 





CANCEL SKEHAN’S LICENSE 

The license of Charles S. Skehan has 
been cancelled by the New York Insur- 
ance Department. Mr. Skehan was con- 
nected with the Motor Car Mutual Fire 
and the Motor Car Mutual Casualty. 
Both of these companies are being liqui- 
dated, 





NEW UNDERWRITERS AGENCY 

The New York Fire Office is the 
name of the latest underwriters agen- 
cy. The policy is issued by the Norwich 
Union. 





BOYLE SUCCEEDS Lock 
(Continued from page 13) 


to adjust the Baltimore conflagration 
losses of that company. The Manches- 
ter was amalgamated with the Atlas 
and Mr. Boyte was transferred to Phila- 
delphia, his territory being New Jersey 
and Pennsylvania. He was everywhere 
recognized as an unusually capable spe: 
cial. That also was the estimate of 
him in the Atlas office as he was 
brought here in 1917 as a general agenv 
and in 1920 was made sub-manager. 
When in the field he was at one time 
president of the Underwriters’ Asso: 
ciation of the Middle Department and 
he did as much as any other special to 
organize the Underwriters Club con- 
sisting of field men of Eastern Penn- 
sylvania and became president of it. 

The official announcement of the 
Atlas follows: 

“As of the 3lst of March, Mr. Frank 
Lock retires from the active manage- 
ment of the Atlas, with which company 
he has been identified since 1890. He 
will be succeeded by Sub-Manager 
Oswald G. Boyle, who takes office on 
the 1st of April. This succession in 
office guarantees to all the friends of 
the company the perpetuation of the 
same kind of service which has hither- 
to characterized the company. It ‘s 
not anticipated that any other material 
changes will be involved, except such 
readjustments inside of the office as may 
prove expedient. The Atlas has recent- 


ly formed an Advisory Board of Di- 
rectors in New York and Mr. Lock is 


given a seat on that board, 
preserving a link in an 
capacity.” 


thus still 
advisory 





Evans Back From the Coast 
Henry Evans, chairman of the board 
of the companies of the “America Fore” 
froup, has returned from his trip to 
the Pacific Coast. 





E. G. Snow, president of the Home 
Insurance Company, returned this week 
from St. Augustine, Fla. 


Best Writes Another 
Article on Profits 


THINKS THEY ARE VERY HIGH 





Wonders Whether Companies Are En- 
titled to More in Connection With 
New Reasonable Rate Act 





In the current number of “Best’s 
Insurance News,” out this week, Pub- 
lisher Alfred M. Best returns to the 
subject of reasonable profit in under- 
writing with some comments on the 
new law in this state fixing rating by 
reasonability. It will be recalled that 
the insurance commissioners fixed 5% 
of the earned premiums as reasonable 
profit based on a comparison of losses 
and expenses incurred with the pre- 
miams earned, and a further 3% profit 
to be accumulated as a conflagration 
reserve. Mr. Best asks these three 
questions: 

1. Are the companies reasonably en- 
titled to a profit of 5% on their earned 
premiums, plus 3% additional, to enable 
them to accumulate an adequate con- 
flagration reserve? 

2. If so, is the method provided for 
calculating the alleged profit or loss 
accurate and fair to the public? 

3. If not, what changes should be 
made in the interests of fair dealing? 

He takes the five year period ending 
December 31, 1920, the most profitable 
period in the history of fire insurance, 
and gives figures which he claims show 
a total gain to stockholders on under- 
writing of 9.2%. He recapitulates 
these as follows: 

The admitted under- 

writing profit is. $34,849,090 1.3% 

Value of the in- 

crease ($316,024,- 

967) of the un- 

earned premium 

account, at 4% 

4 on 

thereol..... . 126,409,987 4.7 
Hstimated interest 

earned on reserves 86,318,779 3.2 


The inference he draws is that under 
the new reasonableness of rate law 
the companies will probably assume 
that rates must be advanced in order 
that their underwriting and conflagra- 
tion profits shall come up to the 8% 
fixed by the commissioners. He con- 
cludes his article with the following 
paragraph: 

“It is also of first importance to 
observe that these figures conclusively 
prove that during five years marked by 
a greater increase of unearned pre- 
miums, both in amount and percentage, 
than was ever before experienced in 
a like period, the insurance companies 
as a group were able to pay out of 
the premiums collected their losses and 
expenses incurred, and in addition pro- 
vide for an increase of $3816.024,967 in 
unearned premiums, still retaining a 
net profit of $34,849,090. In other 
words, it was not necessary to draw 
upon either the general investment in- 
come of the company —-not even the 
interest on the reserve itself—much 
less upon contributed or accumulated 
surplus in order to pay losses and 
expenses and finance a literally tre- 
mendous increase in unearned premium 
liability. The premiums collected from 
the public during the five years ending 
December 31, 1920. were sufficient to 
accomplish all of this and leave a profit 
of 1.3%, even upon the present statutory 
basis of calculating profits.” 





E. E. HALL & CO. TO MOVE 

Edward E. Hall & Co. have leased 
offices at 110 William street for a term 
of years and will move from their 
present quarters at 80 Maiden Lane 
about April 15. They are local man- 
agers of the Colonial Assurance, the 
Guaranty Fire, the American Lloyds of 
New York, the Dixie Fire of Greens- 
boro, and the National Trades Fire of 
Chicago. 
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| 186 INCORPORATED 1868 


| “The Standard Five Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


1922 


$1,559,363.71 
35,524.08 
623,839.01 


W. M. CROZER, Secretary 




















INCORPORATED 1720 


Royal Exchange Assurance 


LONDON, ENGLAND 


United States Branch 
83 Maiden Lane, New York 


EVERARD C. STOKES 


United States Manager 








FITZGERALD MADE MANAGER 





Joins Darby, Hooper & McDaniel as 
Manager of Casualty Department; 
16 Years’ Experience 





Darby, Hooper & McDaniel, who have 
been appointed agents of the Standard 
Accident Insurance Company of Detroit, 
announce the appointment of Walter 
T. Fitzgerald as manager of their newly 
established casualty department, 

Mr. Fitzgerald has resigned as secre- 
tary of the Gauvin Agency, Inc., after 
having been connected with that agency 
since its organization eight years ago. 





He has been in the casualty business 
in New York city for nearly sixteen 
years and is well known among the 
brokers. Mr. Fitzgerald began his cas- 
ualty career with the General Accident 
and was later connected with the Lon- 
don Guarantee & Accident before join- 
ing the Gauvin Agency. 





TYLER ENTERS LOCAL BUSINESS 

Harry R. Tyler will become a mem- 
ber of the Samuel Block Company, a 
well known Brooklyn agency, on April 
1, when his resignation as special agent 
of the American Central Insurance 
Company of St. Louis becomes effective. 














THE: 


Western Department 
va H. SAGE, Gen’! Mer. 
LERCH, Manager 
76 West Maas Se: Chicago, Ill. 


Boston Office 
ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 








Great American 
Insurance Company 


New Pork 


INCORPORATED - 1872 
PAID FOR LOSSES 


$122,116,858.26 
STATEMENT JANUARY 1, 1921 


CAPITAL 


$10,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


20,840,005.95 


NET SURPLUS 


10,0 | 3,906. | 4 
40,.853.9 12.09 


SECURITIES OF THE COMPANY ARE BASED 
ACTUAL VALUES ON DECEMBER 31, 1920 
Using security valuations authorized by Insur- 
ance Commissioners the ASSETS would 
show over $44,000,000 and the SUR. 
PLUS would show over $13,000,000 


| THE COMPANY OWNS 
; $10,195,000 U. S. Government Liberty Loan Bonds 


Home Office, One Liberty Street 
New York City 


UPON 


Pacific Department 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 


Marine Department 
WM. H. McGEE & CO.,Gen’lAgts 
15 William Street, New York City 
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No Complaint Of 
Regulation Laxity 


ALL OTHER WAY, SAYS LUDLUM 








Vice-President of Home Addresses 
Albany Field Club; Peter D. Kier- 
nan Also a Speaker 





“Too much butting in” might be de- 
scribed as the title of an address made 
by Vice-President Ludlum, of the Home, 
before the A'bany Field Club a few 
nights ago in tracing recent develop 
ments in America’s political history. 
Government by public officials, by com- 
missions, by committees, by societies 
(secret and in the open) by newspapers, 
by censorship, by fear, has made regu- 
lation run mad in Mr. Ludlum’s opinion. 
Not only are the Legislatures flooded 
with bills in which part of the popula- 
tion wants to dictate to the balance, 
but existing institutions and conditions 
are being threatened with attack, if not 
actually being attacked outside of the 
Legislature, with no relief in immedi- 
ate sight. Where it is all going to end 
is difficult to prophesy, but being an 
optimist Mr. Ludlum feels that before 
long a reaction must come towards the 
readoption of those principles of indi- 
vidual and personal freedom of action 
and liberty, (so Jong as one’s neighbor 
or society be not adversely affected) in 
accordance with which our institutions 
were conceived and established. 

The speaker of the evening was ap- 
propriately introduced by President R. 
KF. Van Vranken, who is also a Home 
man, state agent in Eastern New York. 
At the conclusion of the address of the 
speaker of the evening the president 
invited some of the local agents to say 
a few words which was responded to 
by Peter D. Kiernan, of Rose & Kier- 
nan, Inc., who spoke in his usual force- 
ful manner. Seventy-five were present, 

At the next meeting of the club to be 
held April 21 Secretary F. W. Jenness 
of the Underwriters Association of New 
York State, will talk on the new sched 
ules recently adopted by that organiza- 
tion. 


OUTGROW POSTAGE STAMPS 





Hartford Fire, Hartford A. & I. and 
Equitable Society Among Com- 
panies Using Postage Meter 


The Hartford and the Equitable Life 
Assurance Society ure pioneers in using 
postage meter. 

In place of the usual picture of George 
Washington on regular first-class mat- 
ter, there appears a wavy set of red 
lines that resemble the regular can- 
cellation mark used by the _ postoffice. 
In addition, there has been a circular 
imprint at the left’ telling the place, 
date and hour that the letter was 
mailed, 

The secret of this unusual “no 
stamp” system is a brand new postage 
meter. The Hartford received permit 
No. 1 to use the meter in its city. 


CROP INSURANCE 
The United States Department of 
Agriculture has issued a_ statement 
showing the sound basis for crop in- 
surance 





213th YEAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 
54 Pine Street - New York 
WESTERN DEPARTMENT: 
76 WEST MONROE ST., CHICAGO. 
PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 








Kellam Made Eastern 
Manager of the Royal 
‘LATE F. W. 


SUCCEEDING DAY 





Was Senior Assistant Manager of 
Pacific Coast Department; With 
Royal for Thirty-four Years 





Frederick B. Kellam, for many years 
senior assistant manager of the Pacific 
Coast Department of the Royal, has 
heen appointed manager of the Eastern 
Department, succeeding the late Fred- 
erick W. Day, who died recently. Gen- 
Atkinson, of the 
toyal, announced ihe appointment last 


eral Manager J. J. 


Saturday shortly before sailing on the 
Cedric for England. He was accom- 
panied on his homeward trip by Walter 
Carter, United States General Attorney, 
and A, 
(o the general manager. 

Mr. Kellam has been in the service 
of the Royal in its Pacific Coast De- 
partment for thirty-four years, has fil’ed 
many important positions on the various 
insurance organizations on the coast, 
and is a member of the governing com- 
mittee of the National Automobile Un- 
derwriters’ Conference. Mr. Kellam. is 
expected to arrive in New York tomor- 
row or early next week and assume 
the reins of management. His long 
experience in the fire underwriting field 
has given him an intimate knowledge 
of affairs the country over, even though 
fis headquarters were in the Far West. 
As a leader and executive his qualities 
are recognized by virtue of his appoint- 
ment to this important position. 

William Mackintosh and Charles R. 
Pitcher will continue as assistant man- 
agers of the Royal and supervise direct- 
ly operations and expansion in the east- 
ern territory. 


H. Blake, confidential secretary 


MEXICAN COMMERCE CHAMBER 

A Mexican Chamber of Commerce of 
the United States has been organized 
with offices in the Woolworth Building, 
New York City, and at 45 Bolivar street, 
Mexico City, Its objects are to promote 
the business and economic relations 
between the United States and Mexico, 
to spread general information of re- 
ciprocal interest, and to foster friendly, 
neighborly fee'ings. Some of those con- 
nected with the chamber are the follow- 
ing: S. L. Alatriste, commercial agent 
of Mexico; James W. Gerard, former 
Ambassador to Germany; Jerome S. 
Hess; Russell R. Whitmann, newspaper 
publisher; Gumaro Villalobos, Consul 
General of Mexico, and Elbert H. Gary, 
chairman of the board of the U.S. Steel 
Corporation. 


PHILADELPHIA CHANGES 

The agency appointments last week 
for the Philadelphia territory were: 
William Arrott, by the California of San 
Francisco; Houston Dunn, Ine., by the 
Merrimack Mutual Fire of Massachu- 
setts and the National Mutual of Ohio; 
and D. J. Walsh’s Sons, Inc., by the 
Millers National of Chicago. The last 
named company withdrew from. the 
office of Chas. T. Evans & Co. 








106 William Street 








SCHAEFER & SHEVLIN 


GENERAL AGENTS Hew York, W. Y. 
FIRE and AUTOMOBILE INSURANCE 
Excellent Facilities for Handling Suburvan Business 


Phones John 1167, 1108 

















BAILEY SUCCEEDS OSBORN 





Becomes General Agent for Pacific 
Coast Department of North Brit- 
ish Group in June 





A. T. Bailey, Pacific Coast manager 
of the New Hampshire, Providence 
Washington and Boston Insurance Com- 
pany, wi'l succeed Russell W. Osborn, 
of San Francisco, as general agent for 
the Pacific Coast department of the 
North British & Mercantile, the Penn- 
sylvania Fire, the Mercantile Insurance 
Company of America and the Common- 
wealth Insurance Company of New 
York. Six months ago Mr. Osborn inti- 
mated to United States Manager Shall- 
cross that he desired to retire, but was 
persuaded to hold on for a little longer 
as a matter of convenience to the com- 
panies. Mr. Osborn began his insurance 
career forty-four years ago, and he has 
been with the Pennsylvania Fire since 
1896. 

Mr. Bailey entered the insurance busi- 
ness in 1893 in Denver. He was made 
special agent for the Home Fire & 
Marine Insurance Company in the moun- 
tain field in 1902 and later was special 
agent for the New Hampshire Fire in 
the same field and opened their Pacific 
department in 1912, He became asso- 
ciated in 1916 with J. F. D. Curtis in the 
management of the New Hampshire, 
Boston and Providence Washington, of 
which companies he has been the so’e 
representative since the death of Mr. 
Curtis in 1917. Mr. Bailey has been 
prominently connected with the Board 
of Fire Underwriters of the Pacific and 
knows thoroughly the Pacific Coast ter- 
ritory. 


The meeting of the Underwriters’ 
Club of Philadelphia on Tuesday, March 
28, was held at Lancaster, Pa., in Bren- 
neman’s Hall. 


THE HANOVER 


FIRE INSURANCE COMPANY 


Continuously in business since 1852. 





The ceal strength of an insurance com. 
pany is in the conservatism of its man 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


R. EMORY WARFIELD, President 
FRED. A. HUBBARD, Vice-President 
CHARLES W. HIGLEY, Vice-President 

E. S. JARVIS, Secretary 
WILLIAM MORRISON, Asst. Sec’y 


HOME OFFICE 


Hanover Bldg., 34 Pine St 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


95 WILLIAM STREET, NEW YORK 





L.& L. & G. FIELD CHANGES 

Following the. promotion of Special 
Agent Matthew S. Reeves from the 
Eastern New York field to the New Jer- 
sey Metropolitan field, effective April 1, 
1922, the L. & L. & G. divided the terri- 
tory formerly under Mr. Reeves’ super- 
vision, giving the Southeastern portion 
to L. C. Poole, formerly Mr. Reeves’ 
assistant, and promoting from our office 
J. W, Delaney to the Northeastern field. 
Mr. Delaney has been in the under- 
writing department of our office for 
some time. 

Mr. Poole and Mr. Delaney will have 
headquarters at Albany, N. Y. 

JOINS NEWMAN & MacBAIN 

Ray Blauvelt, who was with Kimball 
& Pollock, has resigned to join the staff 
of Newman & MacBain’s agency as a 
solicitor. Previously to going with Kim- 
ball & Po'lock, Mr. Blauvelt was with 
Cornwall & Stevens as a placer. 





Sobrinos de Ezquiaga 
Established 1821 
GENERAL INSURANCE AGENTS 
Offer Facilities for Writing Large Lines 
in the Islands of 
Porto Rico and Santo-Domingo 
First-Class Companies 


FIRE, MARINE, TORNADO, EARTH- 
QUAKE, AUTOMOBILE, TOURIST 
FLOATER, MAIL PACKAGE, 
USE AND OCCUPANCY 
Principal Office: 

17 Allen Street 
SAN JUAN, PORTO RICO 
BEST POLICIES LOWEST RATES 




















B. M. 
CROSTHWAITE 
AND 


COMPANY 


Fire and Automobile 
Insurance Specialists 


Lines Bound Anywhere 
in New York State 


45 JOKN STREET 
New York City, N. Y¥ 


Telephone 5784 John 
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307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Established 1886—HARRY C. FRY, Jr., President 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 











i ee i I ale 








ADEQUATE | 
FACILITIES 


ALL LINES 





CLARENCE A. KROUSE & CO. 
LOCAL AND GENERAL AGENTS 
325 WALNUT STREET 


PHILADELPHIA, PA. 


SATISFACTION 
SERV LCG.E 


ALL LINES 











PENNSYLVANIA 


NEW JERSEY 
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Part Played by Reinsurance 








An Explanation Sent to Agents of the Home 
and Franklin Fire Insurance Companies 








Reinsurance is an exchange of busi- 
ness between insurance companies gen- 
erally, whether fire, life, accident, fidel- 
ity or any other cover written by them. 
It is universally availed of when the 
holding or original writing companies 
have exceeded what they consider a 
safe amount of liability on any one risk. 

It is usually the policy of fire com- 
panies, including in this category all 
the side lines, such as tornado, hail, 
rain, sprinkler leakage, automobile, war 
risk, earthquake, live stock or regis- 
tered mail, to keep their liability scat- 
tered, particularly as to the fire hazard, 
where congestion of liability in large 
cities is likely to happen. If no ex- 
change of business or reinsurance were 
available, it would be necessary for all 
companies to limit their writings per 
block to, say, every other or every sec- 
ond building or sing!e risk in a particu- 
lar area, in order to prevent a very 
heavy loss in case of a large fire or 
conflagration. * x 

First, let us go back a few years be- 
fore the introduction in this country of 
what we now term treaty or obligatory 
reinsurance, and follow up the methods 
of placing reinsurance, so that we may 
compare them with conditions existing 
at the present time. 

Formerly, when reinsurance was re- 
quired on a certain risk, it was neces- 
sary that the original daily report be 
handed to the reinsyrance placer, whose 
business it was to visit the local insur- 
ance companies or agencies and obtain 
such amounts of reinsurance on the 
risks as they could absorb, and which, 
in most cases, ranged from $500 to 
$1,500. It was a rare case when an 
amount as large as $2,500. was accepted 
on any risk, but, when this happened, 
such a risk had to be especialy good. 

The reinsuring company would then 
sign a binder application, and also in- 
itial the daily report, 

When a particularly large line had 
to: be reinsured, you can imagine the 
number of companies that had to be 
visited before one could dispose of a 
line of $50,000. When he had fifty other 
lines to dispose of during the day the 
task was anything but easy. 

Troubles of Early Days 

The method then in force required a 
lot of patience and diplomacy, particu- 
larly when the placer happened to meet 
a representative from.some other ‘arge 
company trying to unload on the same 
proposition. When you consider that in 
those days only a few of the smaller 
companies accepted reinsurance gen- 
erally, it was indeed true that the “early 
bird caught the worm.” 

It was also at that time a require- 
ment, before the reinsuring policy was 
issued, to send three full copies of the 
form on regular application blanks for 
each risk accepted. These generally 
had to be written in long hand, no type- 
writers usually being avai'able for that 
purpose, but occasionally printed forms 
were obtained from the agents, which, 
to some extent, simplified the labor. 

Then, also, the system of reinsurance 
accounting and filing was not as simple 
as now, and consequently the reinsur- 
ance department was practically a 
storehouse for reinsurance policies, as 


each reinsurer would issue a separate 
policy for each portion of the line 
bound. It was a detail job of some pro- 


portion to keep proper track of all the 
po'icies, and required most painstaking 
attention, as each contract or policy 
had to be carefully scrutinized for -vhat 
was then termed the reinsurance and 
retainer clauses, which differed ma- 
terially with each company, and which 
might affect the cover in case of loss, 
particularly when endorsements were 


necessary to be reported. In the latter 
case the same procedure had to be fol 
lowed as with the original forms for 
application and issue of policy. 

The reinsurance and retainer clauses, 
just referred to, read as follows: 

Reinsurance Clause 

This poicy is subject to the same 
risks, valuations, privileges, conditions, 
cndorsements, assignments, and mode 
of settlement as are, or were, or may 
be assumed, and covers such property 
as may be protected by the Home In- 
surance Company, New York, and any 
loss to be paid pro rata with the re- 
insurance at the same time and upon 
the same terms and conditions. 

Retainer Clause 

It is a condition of this reinsurance 
that the reinsured company is to retain 
an amount of insurance on the identi- 
cal property herein described above all 
reinsurance equal to the amount of this 
policy, and failing to do so, this com- 
pany shall not be liable for a greater 
amount than that retained by the said 
reinsured company. 


With the advance of general business 
and the en’argement of | industries, 
came larger stores and warehouses, 
and more extensive shipping and dock- 
ing facilities. In consequence, greater 
values were created and, as a result, 
insurance companies were compelled to 
consider increasing their lines to meet 
these new conditions. 

With little new capital in sight for 
the creation of new insurance com- 
panies, it devolved upon the older and 
larger companies to meet the conditions 
presented, by extending their lines and 
increasing their net carrying capacity. 
In order to do this, a new field had to 
be developed for the surplus lines. 

At or about this time, another change 
took place, which created higher pres- 
sure on the reinsurance department. 

The demand had grown with the 
larger merchant for a greater concen- 
tration of his insurance cover. He be- 
came tired of being obliged to scatter 
his insurance among a score of com- 
panies or agencies and he demanded 
that fewer companies write his entire 
risk. This was a condition which had 
to be met, and those companies which 
were first to meet this demand were, 
in fact, the companies of today which 
enjoy the cream of the insurance busi- 
ness, and in the forefront of this class 
stands the Home. 

This new demand of the merchant, 
or the assured, was at first a perplexing 
problem to the companies who tried to 
accommodate them, as well as the 
broker who appealed to the companies 
for larger lines, and also the agent with 
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The Personal Equation 
and Depreciation 


The above chart shows actual accrued depreciations 
in twenty-five factories belonging to the same trade 
association and all built within a period of five years. 


Their trade association instructed them to charge off 


but note that in no case was this theoretical depreci- 
ation correct, and in most cases the error runs into 


What is the actual just compensation in case of fire loss? 
You cannot tell—without the accurate, scientific de- 
termination of depreciations included in an appraisal. 
For this phase of appraising, the Lloyd-Thomas Com- 
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As an agent, you can greatly benefit by availing your- 
self of our services. Write for full information regard- 
ing the value of an appraisal for insurance purposes 
and how it results in building profits for you. 
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a number of companies to satisfy. It 
was some time before the solution came. 

Fortunately, about the early part of 
1900, treaty or obligatory reinsurance 
was introduced and companies of this 
class began entering the field. These 
companies were principally of foreign 
origin and their sole function was the 
writing of reinsurance. They did not 
do direct writing. 

Foreign Companies First in Field 

These foreign reinsurance companies 
were principally of continental origin; 
that is to say, they sprang up from the 
continent of Europe outside of Great 
Britain. Germany especially seemed to 
be the cradle for this new cover for 
excess lines. The laws of Germany were 
made to encourage this new enterprise, 
as it was possible to establish new 
companies with little capital, and, as a 
consequence, they began to spring up 
like mushrooms overnight. 

The method employed by these in- 
stitutions was to nominate a capital of, 
say, $1,000,000, and immediately set 
about to obtain subscribers for the full 
amount. 

The actual amount paid in cash was 
usually about 20% or 30% of the amount 
subscribed, while the balance was paid 
in only if, when, and as needed. Ex- 
perience has shown that this unpaid 
capital was only necessary to be called 
in a few instances, as, in most cases, 
the added capital came from the pro- 
ceeds of stock dividends declared and 
paid out of the profits of the business. 

The original method of these foreign 
reinsurance companies was to obtain 
contracts or reinsurance treaties with 
American companies through their for- 
eign managers, whose principal offices 
were located either in London or Ham- 
burg, and to whom all business of the 
American companies was transmitted. 
Under this method the state laws were 
evaded and thus, technically, transac- 
tions with these companies were clan- 
destine; or, in other words, “moon- 
shine” business. 

Then, as now, in order to regularly 
enter the United States to do an insur- 
ance or reinsurance business, it was 
necessary for a foreign company to file 
a copy of its charter of incorporation 
issued by its home government, together 
with a statement showing its financial 
condition at the time of application. It 
was also necessary for them to deposit 
a sum of money within the state which 
they desired to enter. Generally this 
sum amounted to $200,000 or $300,000 
and was deposited for the protection of 
the American companies having busi- 
ness dealings with them, as well as for 
the individual policyholders who might 
have legal claims against them by rea- 
son of their liability. 

Growth of Treaty Reinsurance 


The advantage of treaty or obligatory 
reinsurance contracts was quickly ap- 
preciated and readily availed of. The 
term obligatory or binding agreement 
was an innovation as compared with 
the old method of having to submit each 
risk for approval. 

Under this form of agreement, now 
generally in use, permission is given to 
cede or reinsure any excess the rein- 
sured company may decide to nominate 
according to the limits and conditions 
of the contract.. 

Reinsurance treaties are in some in- 
stances quite lengthy documents, 48 
they are broadly drawn and state theif 
terms in very comprehensive language. 
Perhaps a few words regarding the gen- 
eral conditions or requirements may be 
of interest. 

Among their terms they permit the 
ceding or reinsuring of stated amounts 
of risks, and these cessions cannot be 
rejected or cancelled by the reinsuring 
company as long as they are within the 
limited amounts granted by the treaty. 
The advantages are quite apparent 
when you compare them with the for- 
mer method of uncertain or privileged 
cancellation. 

An amount once ceded, or, in other 
words, an amount once reinsured, be- 
comes a fixed and certain obligation of 
the reinsuring company and cannot be 
refused or cancelled or reduced, except 
by consent of the reinsured company, 
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or unless the reinsured company’s risk 
is cancelled or reduced in the same pro- 
portion; or else by the addition of a 
rew line; or for the purposes of re- 
arranging the net limit of the reinsured 
company. 

Another usual condition of a treaty 
requires that the reinsuring company 
be ceded an equal participation in all 
po icies covering one and the same risk, 
This has been brought about by the 
fact that sometimes there is quite a 
difference in the rates as between build- 
ing, stock, machinery and or other 
items of the policy, and, in order to 
equalize these elements and to make 
the participation equitable, a share of 
each cover is necessary. 

The treaty also usually stipulates that 
the reinsuring company be furnished 
with a daily advice in detail of each 
risk ceded to them. 

This is obviously necessary, in order 
that they may watch each cession and 
see that it conforms with the under- 
standing. This detail statement also 
enables them to check the losses as re- 
ported, and to regulate their reserves 
and in various other ways properly safe- 
guard their interests. 

The Use of Bordereaux 

These daily records or advices to be 
furnished the reinsuring company are 
entered on what are termed bordereau 
sheets or dai'y schedules. 

When ceding or making an entry on 
these bordereaux or daily schedule 
sheets several requirements must be 
observed. After the cession or entry 
number is supplied, then follows, in 
regular sequence, the reinsured’s policy 
number, classification number, the 
agency, state and name of assured, a 
short description of the risk (this being 
very brief on account of the method 
now in use of using the classification 
as advised by National Board of Fire 
Underwriters for each risk), street and 
number, town or city location. These 
are followed by the term covered by 
the reinsured company with its amount, 
rate and premium, and, finally, the re- 
insuring company’s term, with its 
amount and share of premium. 

The percentage of the risk reinsured 
is governed by the net amount retained 
by the ceding or reinsured company. 
It is frequently necessary to cede a por- 
tion of a certain policy or risk to a 
number of treaty companies, in con- 
formity with the prescribed limits in 
their various treaties. When a risk is 
to be reinsured, but has a'’ready been 
in force more than twenty days at the 
time of ceding or at the time it is en- 
tered on the daily schedule report, and 
no previous advice by binder or renewal 
has been sent to the reinsuring com- 
pany, it is a requirement that the com- 
mencement of liability for the reinsur- 
ing company begins only from the date 
of entry and the premium covering the 
reinsurance is, therefore, figured pro 
rata only from such date. 

In many instances, when large indi- 
vidual lines or schedules of a number 
of risks are under consideration to de- 


termine the values to be covered and 
when only approximate figures are 
available, such amounts, as it may seem 
necessary to be reinsured, are advised 
to the reinsuring company on a special 
binding bordereau or daily binding ad- 
vice schedule. Entries thus reported 
are held binding temporari'y, for sixty 
days, and, if not completed at the ex- 
piration of that time, they may be re- 
newed for a further term of sixty days. 
Many Advantages of System 

This form of temporary cover has 
many advantages; for instance, it per- 
mits the holding of risks in abeyance 
until the character of the hazard can 
be ascertained from the state or spe- 
cial agents. One of the most valuable 
features of the automatic reinsurance 
treaty is that it allows a direct writing 
company to authorize its general, state 
or special agents to bind the treaty 
company when, upon inspection of a 
risk, they wish to authorize an agent to 
write a line in excess of the net amount 
to be retained by the reinsured com- 
pany. 

It has frequently happened in cases 
of loss that the binding advice was the 
only record the reinsuring company 
had of the risk, and many losses have 
been admitted by some of these treaty 
companies merely upon the letter of a 
general, state or specia’ agent, on which 
only the net amount to be retained has 
been nominated in their report of the 
risk at the time of inspection, it being 
accepted as obvious that the excess was 
intended for the benefit of the treaty 
company. 

The treaty also usually provides that 
after the expiration date of a reinsured 
risk the reinsurance is automatically 
extended for from thirty to forty-five 
days, and if a loss is incurred pending 
a definite advice of renewal to the re- 
insuring company, the original indem- 
nity would be paid, provided the re- 
newal entry is advised within that 
period. This is another feature of the 
modern reinsurance contract of ex- 
treme value. 

Wih a majority of the treaty com- 
panies, the limits of a single risk are 
usually about $10,000 on ordinary and 
$20,000 on fireproof and or sprinklered 
risk, with certain provisions for regu- 
lating the amounts of cessions in the 
congested areas of large cities. In an 
exceptionally few instances, however, 
some of the larger treaty companies 
have accepted limits equal to those of 
the direct writing company, without any 
regard for the question of congested 
hazards in large cities. 

An endorsement, whether for change 
of interest, location, or increase or de- 
crease in amount of liability or of pre- 
mium, is automatically accepted by the 
treaty company proportionately with 
the original entry advised, providing 
the amount of limits specified in the 
agreement have not been exceeded. 

In the case of unadmitted reinstrance 
companies it is only possible to cede 
them risks located in states where the 
law does not require the reinsured com- 


pany to place the business on'y in a 
company licensed to write in that par- 
ticular state, It seems to be the ten- 
dency, however, in the above respects, 
for states to draw the line of control 
tighter and tighter. 

States Fighting Evasion of Laws 

Insurance commissioners are becom- 
ing more and more alive to the evasion 
made possible by reinsurance with what 
is known as foreign or non-admitted 
companies, and they are gradually ex- 
tending the “Prohibitive Reinsurance 
Law” until it may soon be established 
as the law in every state. 

This new enactment penalizes the 
direct writing company by fine or can- 
cellation of its license in a given state 
should they reinsure any risks located 
in that state with other than a company 
also admitted to do business in that 
state. 

The ceding or nominating of the 
amounts to be reinsured are genera'ly 
left to the daily report examiners in 
their respective departments, as they 
are supposed to be familiar with the 
conditions in their fields or territory. 
It devolves upon them, therefore, to use 
their best judgment in arriving at the 
net amount to be retained, consistent 
with the general instructions and the 
underwriting policy of the company. 

It depends largely upon the capital, 
surplus and assets, as to what limits 
of liability the examiner feels justified 
in accepting as a fair and reasonable 
and conservative amount. 

In order to eliminate any question as 
to the practical value of these auto- 
matic reinsurance treaties in the event 
of loss, a few illustrations may be ap- 
propriate. 

The first question that arises when a 
loss occurs is: Has the reinsurance 
been properly taken care of? Has the 
daily report been sent to the reinsur- 
ance department and the entry regu- 
larly made, or has a binder been ad- 
vised to the treaty companies? 

If these questions are answered in 
the negative you can well imagine what 
the results to the company would be. 
It would mean, ordinarily, that the full 
loss, including the excess, would fall 
upon us. It may be said here, however, 
that on several occasions treaty com- 
panies have met their share of !osses 
even though advices have not been for- 
warded as to the original cessions. It 
is these cases which prove the wisdom 
and value of the automatic character of 
the arrangement, for we have been able 
to prove to the satisfaction of the treaty 
companies that, even although the ces- 
sion was not advised in the regular 
way, it came naturally under the terms 
of the contract and they assumed their 
share of the loss accordingly. These 
are not pleasant cases to handle and 
cannot be frequent, as they are a strain 
upon the confidence of the reinsuring 
company. 

How Reinsurance Works 

Whenever a large line is received by 
the examiner, or a line that he probably 


knows from his acquaintance with his 
field, is an addition to that which he 
already has on the risk, it is his first 
duty to see that any excess is taken 
care of, either by binder or daily report 
stamped on time stamp at once, and 
sent immediately to the reinsurance de- 
partment, 


Renewa!s should also be taken care 
of as early as possible, even though the 
treaty conditions permit them to be re- 
ported within thirty to forty-five days 
from the date of expiration. While 
renewals are generally regarded by 
treaty companies as their inherent right 
and they accept them after the expira- 
tion (even if a loss has happened), 
some treaty companies will question the 
payment of a loss which has occurred 
only one day beyond the renewal time, 
and it is, therefore, obvious that if the 
interests of this company are to be sub- 
served, every one concerned in hand- 
ling any portion of its reinsurance de- 
tails must not alone learn, but must act 


at all times under the motto, “Do it 
now.” 


It is a peculiar kind of psycho'ogy 
that in the insurance business, reinsur- 
ance is one of the most inconspicuous 
elements. 

I say it is peculiar that this is so, for 
as a matter of fact, it is one of the most 
important safeguards of a company’s 
solvency. An insurance company’s man- 
agement is at all times operating be- 
tween the grinding surfaces of two mill- 
stones; one representing the demands 
of large business for larger lines, and 
the agents demanding protection of 
their interests in the handling of these 
lines—the other, th: natural restraints 
which the assets and sound conserva- 
tism place upon the limits to be car- 
ried. The saving element in this busi- 
ness pressure is the reinsurance facili- 
ties available; for, by means of this 
agency, the conflicting elements just 
mentioned may be reconciled and the 
service of the company broadened and 
extended without endangering its sol- 
vency. 

I, therefore, hope that I have been 
able to present to you a comprehensive 
understanding of the reinsurance end of 
our business and trust that, as a result, 
you will appreciate its importance and 
_Tealize that a knowledge of the insur- 
ance business is not complete without 


an intelligent understanding of rein- 
surance. 
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~ AUTOMOBILE & MARINE DEPARTMENT 





Ullmann Goes With 
North British Fleet 


TO OPEN OCEAN MARINE DEPT. 








Choice ‘of Prominent Underwriter 
Gives Big Boost to Morale of 
Rusiness; Shows Confidence 
Albert Ullmann, one of the best 
marine underwriters in this country, 
has been selected to head the North 
British & Mercantile and its affiliated 
companies into the marine insurance 
field early next month at 48 Beaver 
street. This appointment, announced 
Tuesday, is of tremendous importance, 
and has caused widespread comment 
and approval. The North British fleet 
controls immense facilities and its de- 
cision to write marine insurance, taken 
after long consideration of future pos- 
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ALBERT ULLMANN 


sibilities in this much-harassed form of 
underwriting, reflects the best note of 
optimism yet perceived. 

To date the trend in marine circles 
has been to withdraw company =  ac- 
counts. The entrance of the North 
British & Mercantile under the capable 
guidance of Albert Ullmann is a direct 
and cheerful stimulant to the business. 
It gives an undertone of renewed 
strength for so long missing. True, 
the market will become more competi- 
tive with four additional companies 
writing ocean marine, but the North 
British is banking on the future re- 
habilitation of trade and will not in- 
dulge in a wild scramble for the little 
business now available, 

The appointment is a personal tri- 
umph for Mr. Ullmann, and a _ solid 
endorsement of his underwriting skill. 
In 1893 he became associated with 
Jones and Whitlock, United States 


‘managers of the Union Marine, Lim- 


ited, and in 1903 with F. Herrmann & 
Co., United States managers of the 
Mannheim, Nord Deutsch, Union Ma- 
rine, Phoenix of London, Skandinavian 
American and Columbia. In 1916 he 
was appointed vice-president of S. G. 
McComb & Co. representing the Glens 
Falls,‘ Hanover, Firemen’s of Newark, 
American of Newark and Globe & 
Rutgers and in 1919 became president 
of the Columbia Underwriting Agency 
representing the American Equitable. 

The American Equitable ceased un- 
derwriting December 31 and Mr. UlIl- 
mann is now engaged in winding up the 
marine department. 


UNIVERSAL WRITING AUTO 





Talbot, Bird & Co.’s Marine Company 
Will Handle Only Preferred 
- Applications 





The Universal, of Newark, organized, 
owned and operated by members of 
Talbot, Bird & Co. and heretofore writ- 
ing exclusively marine insurance, has 
broken into the automobile fire, theft 
and collision fields upon a strictly con- 
servative basis. The company will write 
only preferred risks of the highest class 
and will ‘not attempt to make a show- 
ing for premiums written, but rather 
upon profits on business carefully se- 
lected and judiciously underwritten. 


BRITISH & FOREIGN REPORT 





Home Office Statement Shows £400,000 
Reductions in Premiums; Excel- 
lent First Year Loss Ratio 





The home office statement of the Brit- 
ish & Foreign, of England, shows a 
depreciation of 33% in the premiums 
for 1921, as compared with receipts for 
the previous year, the total premium 
income being £827,477, as against 
£1,237,913 for 1920, Viewed from the 
American standpoint, the annual report 
reflects a poor showing because the 
total disbursements of losses and ex- 
penses last year showed an excess of 
£198,297 over receipts. However, an 
analysis of the figures reveals the na- 
ture of the payments and gives ground 
for claiming a minute margin of profit 
on the 1920 and 1921 accounts if noth- 
ing extraordinary occurs to upset cal- 
culations. 

First year settlements last year 
equaed 24% of premiums, compared 
with 37% in 1920; second year settle- 
ments on the 1920 account took 31% 
more, against 41% in the previous year, 
and third year settlements swallowed 
£289,126 more of the expenditures. Ex- 
penses totaled £141,135, or 17% of the 
premiums. This is a high percentage, 
the average for 1914 to 1918 being 8.57% 
and that for 1920 being 12.67%. The 
expenses were actually £15,700 less in 
amount, but in view of a £400,000 drop 
in premiums the ratio is tremendously 
increased. The first year losses con- 
sumed a smaller percentage of the pre- 
miums than for any year during the war 
period, the year most closely approxi- 
mating 1921 being 1919, when the per- 
centage was 25.18%, 





SURVEYS 80% OF TONNAGE 

Stevenson Taylor states that approxi- 
mately 80% of all American classified 
tonnage has been surveyed by the 
American Bureau of Shipping. This 
compares with 8% in 1916, and tonnage 
under the American flag is estimated 
now at 12,841,980 tons. 


Foreign Re-Insurance 
Markets Revived 


ABUSES BEING ELIMINATED 
G. M. Wyatt, of Western Australian, 
Now a Broker, Sees Profitable 


Future in the Re-Insurance Field 





Marine and fire reinsurance as topics 
of widespread conversation and serious 
amendment have come to the forefront 
of late. The violent upheaval in the for- 
eign reinsurance markets brought to 
light more than one abuse and mistaken 
policy associated with the conduct of 
this business. Reinsurance markets, as 
such, in the United States and Great 
Britain were primarily developments of 
the war period, required by the sudden 
and complete termination with the 
world’s former reinsurance center in 
Germany and fostered by the tremen- 
dous inflation of values during the war 
which wholly overtaxed the facilities 
of individual companies and even the 
pools and other organizations for inter- 
reinsurance. 

With the insurance business holding 
out then brilliant prospects for immedi- 
ate financial success re-insurance com- 
panies were formed over night in the 
fire and marine fields. Premiums came 
to them in steady floods from direct 
writing companies deluged with large 
lines from suddenly prosperous manu- 
facturers, shippers and vessel-owners. 
Scant attention was paid to the possi- 
bility of less fortunate consequences 
following in the wake of this extraordi- 
nary and unnatural period of business 
expansion from 1916 to 1920. Events, 
however, of the last eighteen months 
in the reinsurance markets reflect a 
darker hue. Companies, large and small, 
have crashed to the ground, with finan- 
cial loss to both the public and the ced- 
ing companies. 

An insight into the principal con- 
tributory reasons for the foreign fiasco 
brings forth three important groups of 
facts, into which categories may be 
thrown a majority of the excuses for 
fai'ure. The first is the rather irra- 
tional scheme whereby ceding com- 
panies reinsured 50% to 90% of their 
lines with companies managed by in- 
expert underwriters at rates below 
those demanded from the assureds, thus 
seemingly guaranteeing through the 
differential a profit for the original in- 
surers with the liability shifted largely 
to the reinsurer. This arrangement 
finally spelled its own doom, a denoue- 
ment that ought to have been glaringly 
apparent at the outset. How were these 
infant reinsurance companies to be ex- 
pected to meet abnormal losses if they 
were compel'ed, for the sake of pre- 
mium income, to accept risks at sui- 
cidal rates? They couldn’t pay their 
losses in full, and didn’t. Marine in- 
surance officials in this country and the 
United Kingdom tramped all over Eu- 
rope in partially successful efforts to 
squeeze gold from defunct reinsurance 
treasuries, All hands shared in the 
final distribution of the losses. 
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Another important factor hinges 
around the criminal carelessness with 
which reinsurance treaties were p'aced 
with applicants for business. Compan- 
ies organized with a paid-in capital of 
about 10% of the authorized capitaliza- 
tion and the home office located under 
the hat of the managing underwriter, 
garnered all the premiums they could 
shovel into their pockets. It was a 
rapid-fire game that effervesced quickly. 
The third reason for ultimate failure 
was also associated with the financial 
management of the reinsurance com- 
panies. Their investments were fre- 
quently of a questionable character and 
not only the City Equitable but other 
less well known companies witnessed 
their funds scamper off in wildcats. 

Steps are being taken today to cor- 
rect these evils coincident with the as- 
tonishing revival of reinsurance de- 
mands, born of increased competition 
in the fire-marine fields where com- 
panies have concentrated upon a search 
for big risks. The reinsurance business 
is passing through its reconstruction 
period, and it behooves ceding under- 
writers, men of keen perception and 
unwavering integrity, to guide it safely 
along the right channels. 

G.M.Wyatt on Reinsurance Possibilities 


George M. Wyatt, formerly English 
manager of the Western Australian and 
now head of the insurance and reinsur- 
ance brokerage office of George M. 
Wyatt & Sons, Ltd., 12 Copthall ave- 
nue, E. C. 2, London, writes The Eastern 
Underwriter a_ short description of 
present reinsurance conditions. Mr. 
Wyatt has had twenty-nine years of 
experience in insurance from the com- 
pany standpoint and possesses a clear 
insight into underwriting conditions. 
His letter follows: 

“Perhaps it may be of interest to 
your readers to have before them some 
reflections on the present position and 
possibiities of the British insurance 
market, more especially having regard 
to the recent failure of companies who 
between them held a substantial portion 
of reinsurance business. 

“The most important failure was pri- 
marily due to the manner in which the 
funds were invested, and is now the 
subject of a stringent inquiry by the 
authorities. It is generally accepted 
that, while the marine business of the 
company in question was unprofitable, 
the fire business was the reverse, and 
if the investments had been on the 
usual basis, the position might have 
been saved, 

“As regards the second company 
which has recently gone into liquida- 
tion, the fire business was again profita- 
ble, but the marine was the cause of 
the trouble. At a recent meeting of 
creditors, a dividend of 12/6 in the 
pound was foreshown and the cause of 
the failure was attributed entirely to 
the underwriting. 

“As a result of these failures a large 
volume of sound fire business has come 
on the reinsurance market and at the 
moment this market is somewhat re- 
stricted. Undoubtedly the German com- 
panies will make a strong effort to re- 
cover the business, out of which profit 
was made by them before the war. 
Surely this is a real opportunity for 
some of the strong American companies 
to enter this particular field. 

“In order to attract the best con- 
tracts, I would offer some such sug- 
gestion as follows: 

“1, A deposit of a substantial amount, 
say from $250,000 to $500,000, in the 
names of American and British trus- 
tees in this country as security for the 
British reinsurers. 

“2. An undertaking that the funds up 
to not less than 60% of the premium 
income, will be invested and retained 
in the United Kingdom. 

“3. That a list of all the investments 
should be published on entry and that 
this list should be repeated annually. 

“While the underwriting profit on 
treaty fire business may be compara- 
tively small on the percentage placed, 
this should amount to quite a handsome 
figure on a substantial turnover, and in 
addition there would also be the: inter- 
est on the reserve as additional profit.” 
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Marine and War Risks 
Puzzlers to Define 
IN 





CASES BRITISH COURTS 





Still Open Question When Marine 
Risks End and War Risks Begin 
On Many Transport Losses 





Marine loss departments long since 
supposed they had reached unques- 
tioned conclusions regarding what con- 
stituted marine losses and what consti- 
tuted war risk losses. But the problem 
has become horribly complicated with 
all manner of extenuating circum- 


stances giving rise to new considera- 
tions until both companies and courts 
cannot agree on the question. Two re- 
cent British decisions contain interest- 
ing and valuable points of information, 
besides displaying the difficulty involved 
even in the highest courts in securing 
a unanimity of expression, The “Re- 
view” of England publishes the follow- 
ing story on this old but still unsettled 
problem: 

When in November last Mr. Justice 
Bailhache had before him the case of the 
Peninsular & Oriental Branch Service 
v. the Commonwealth Shipping Repre- 
sentative, his Lordship made the remark 
that he thought the whole ground had 
been covered as to where a marine risk 
ended and a war risk began. He, how- 
ever, thought perhaps there was a point 
not covered by authcrity in respect of 
the circumstances attending the collis- 
ion between the steamers Geelong and 
Bonvi'ston. The former was under re- 
quisition by the Commonwealth Gov- 
ernment, and was proceeding from Port 
Said to Gibraltar for orders, when she 
came into collision with the Bonvilston, 
which was carrying ambulance wagons 
and government stores from Madras to 
Alexandria. The Geelong sank, and in 
the subsequent action in the Admiralty 
Court neither vessel was found guilty 
of negligence in navigation. 

The question that then remained to 
be decided was whether the accident 
was due to a marine peril or a war risk. 
The arbitrator to whom the matter was 
referred found in favor of the former 
theory, but on the case coming before 
the King’s Bench, Mr. Justice Bailhache 
decided that in carrying government 
stores from one war base to another 
the Bonvilston was engaged in a war- 
like operation, and that therefore the 
loss of the Geelong was directly due toa 
war risk. A case under somewhat simi- 
lar circumstances came before Mr. Jus- 
tice Rowlatt shortly afterwards, when 
he had to decide the proximate cause 
in the Pacuare and Maryland collision. 
The judge said that he would have 
found some difficulty in coming to a 
conclusion had it not been for the de- 
cision given by Mr. Justice Bailhache 
in the Bonvilston case, but in view of 
that finding he decided for war risk and 
not marine peril. 

The Geelong and Bonvilston case has 
now gone to the Court of Appeal, and 
curiously enough, while the judgment 
of the court below has been upheld, it 
has been for a different reason from 
that which weighed with Mr. Justice 
Bailhache. As counsel for the appellants 
argued, if the carrying of government 
stores’ were to constitute a warlike 
operation, then practically ever liner 
that had crossed the Atlantic during the 
war was engaged in a warlike operation 
and subject to the disabilities attached 
to warships. The ambulance wagons 
on board seem to have weighed with 
the learned judge as being more closely 
associated with warlike operations than 
miscellaneous cargo, but the three 
judges of the Court of Appeal all stated 
that they were hardly prepared to find 
that a vessel so employed was engaged 
in a warlike operation. If so, then on 
the authority of the House of Lords the 
collision arose as the result of a war 
peril and not a marine peril. But on 
those facts alone they expressed no 
definite opinion. It was their unani- 
mous opinion, however, that they were 
entitled to take judicial notice of the 


FEDERAL ANTI-THEFT LAW 





New York State Attorneys Prepare Bill 
Providing for Permanent Means 
of Auto Identification 





The New York Association of Fed- 
eral and State Attorneys has prepared 
a bill for Congress intended to check 
the terrific increase in automobile steal- 
ing by providing for a system of identi- 
fication to be installed on every car 
manufactured and sold. The means of 
identification will have to be uniform 
throughout the country, and for this 
reason action by Congress is far su- 
perior to anything an individual state 
can do. 

“Our solution of the problem is to 
require every motor vehicle to have a 
permanent number,” stated Major 
Hiram C. Todd, a United States attor- 
ney in this state, “one that must mark 
it from the factory to the junk pile, a 
label that will stick like your name does 
from the time you were christened until 
it is put on your tombstone. 

“This permanent number must be cut 
into the engine and stamped on the out- 
side of the car where it may be easily 
seen. These numbers, the one on the 
outside and the one on the engine, must 
always be the same. If they are not, 
then the driver of the car will be guilty 
of a misdemeanor and punished accord- 
ingly. 

“Our bill provides for registration in 
the office of the clerk of the United 
States District Court in the district 
where the owner of the car resides, at 
a nominal fee of $1, which will cover 
the expense of whatever additional 
clerical assistance may be required in 
such offices. 


“Every change of ownership or lien 
upon a motor vehicle must be in writ- 
ing in a specified form, which must be 
recorded in the office where the last 
record of the car was entered, and also 
in the office of the clerk of the United 
States Court where the purchaser re- 
sides.” 





The growing importance of motor 
propulsion in shipping has been recog- 
nized by the American Bureau of Ship- 
ping, says the “Bulletin” for March, 
through the appointment of a new’ sub- 
committee on internal combustion en- 
gines of the engineering committee. 


fact that the evacuation of Gallipoli was 
going on at that time, and that, consid- 
ering the place where the collision oc- 
curred and the position of the two bases 
between which the goods were being 
moved, they had sufficient material to 
say that the Bonvilston was engaged in 
a warlike operation. The appeal was 
accordingly dismissed, with costs. 

The decision does not, however, clear 
up the general question as to what sort 
of cargo constitutes or brings a vessel 
within the category of “a warlike opera- 
tion.” The evacuation of Gallipoli was 
a separate fact, and entirely guided the 
decision in this case. 





Assets 
Real Estate cccccccccecceseccccs + $281,571.41 
U. S. Liberty Bonds............ 586,811. 
Other Securities ...cccccccecces 1,122,222.50 
Cagh int Bankescccccoccescccscss 219,228.94 


Premiums in course of collection 466,270.59 


Re-Ins. Due on Paid Losses... 45,954.12 
Interest Accrued on Securities. 19,350.84 
| ee pereer éenescdieene $2,741,409.60 


SURPLUS TO POLICY 





The IMPORTERS and EXPORTERS INSURANCE 
COMPANY of NEW YORK | 
STATEMENT AS OF DECEMBER ist, 1921 


Liabilities 

Rea GENE: Si cccddcccceccdsacs $723,419.77 
Unearned Premium Reserve... 840,047.06 

Reserve for Taxes, Expenses 
and Contingencies ............ 50,252.06 
ae en 100,000.00 
Ammtted. Sarees sc<ccicsicccucs 427,690.71 
ODEs sas cdaenndavddacacaes $2,741 ,409.60 


HOLDERS $15127,690.71 





ALF WHIST’S ASCENDANCY 





Spectacular Marine Manager Controlled 
Eight Companies; Burden Even- 
tually Too Heavy 





The Norske Lloyd was founded 1905, 
Norske Globus 1911 and Norske Assur- 
ance Union in 1916. Mr. Alf Whist 
founded also Norske Alliance in 1911, 
but this company, managed by Chr. Bit- 
rem, broke away from the Whist con- 
cern already a couple of years ago. Of 
course Mr. Eitrem could not work to- 
gether with Alf Whist, for he is a highly 
reputed, experienced and cautious in- 
surer who never enters into any pro- 
lixities. 

In 1916, Alf Whist founded the life 
insurance company Norske Forenede, in 
1917 he reconstructed the life insurance 
company Andvake, in 1919 he founded 
Norske Jagor, with a share capital of 
6,500,000 kroner, fully paid in. This 
company took over the assets and lia- 
bilities of the Jakor insurance company 
of Moscow. 1919 also saw the birth 
of the Norske Vigor, with a share capi- 
tal of 1,000,000 kroner fully paid in. At 
that time, there existed as many as 
eight companies with a total capital of 
36,500,000 kroner that directly or in- 
directly were administrated by Alf 
Whist. This was, of course, too much 
for any individual insurer. If we asked 
the administration as to the causes that 
have led to the catastrophe, one got 
only the answers: the unfavor- 
able result of American and English 
marine insurance, lack of cash funds 
and failing re-insurers. The fire insur- 
ance business and the petty lines have 
on the other hand run off satisfactorily. 

Mr, Whist has always been an iso- 
lated phenomenon, and so has his com- 
panies. They have trod their own path, 
untrodden by other Norwegian com- 
panies. There has been only the slight- 
est connection between the Whist con- 
cern and the legitimate Norwegian com- 
panies. Consequently, the failure of the 
Whist companies will not affect anyone 
outside the circle of shareholders and 
customers. — Scandinavian Insurance 
Magazine, 





BUREAU TO MOVE 
The home office of the American 
Bureau of Shipping will move April 8 
from its present location at 66 Beaver 
street to 50 Broad street. 





56 BEAVER STREET 
New York 
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San Francisco 











LANGLEY ON COMPULSION 





Finding Tendency Growing Among 
States to Force Auto Owners to 
Carry Liability Lines 





C. J. Langley, of the Automobile of 
Hartford, believes that compulsory 
automobile insurance would bring a 
period of expansion for the insurance 
companies similar to that following the 
general enactment of compulsory work- 
men’s compensation laws, Mr. Langley 
expressed his views in an address be- 
fore the Insurance Library Association 
of Boston, giving the following as his 
opinion: 

“The further development of automo- 
bile insurance writing companies is 
bound to be strongly influenced by the 
present trend toward compulsory auto- 
mobile insurance. Already certain states 
—for example, New Jersey, Connecticut, 
Illinois and Tennessee—and some cities 
like Los Angeles, St. Paul and Minne- 
apolis, have passed legislation compell- 
ing jitney and bus owners to secure 
proper insurance protection for their 
liability to the public. This tendency is 
growing rapidly, and time is probably 
not far off when all jitney and bus own- 
ers will be compelled to carry adequate 
insurance on their cars. 

“Compulsory insurance for all types 
of automobile is still a long way off, 
but it is a trend of the times that is 
being carefully watched by insurance 
men. It cannot be considered as some- 
thing altogether new or ephemeral. 
Denmark has had compulsory motor 
vehicle insurance for several years. 
Should compulsory insurance become a 
fact in this country, the casualty com- 
panies would pass through a period of 
expansion in the automobile line such 
as they previously experienced with 
workmen’s compensation.” 





NO MARINE IN JUDSON BILL 

Marine brokers and underwriters are 
pleased that the Judson bill, which 
slipped unnoticed and unopposed 
through the Legislature at Albany, con- 
tains no provisions for taxation of 
marine risks placed with unadmitted 
insurers by domestic brokers. Although 
the underwriters advocate a scheme of 
taxation upon unauthorized insurance, 
their methods for seeking such are 
plainly above-board, and in view of the 
friendly co-operation between the par- 
ties seeking an amicable solution of the 
marine problem an attempt by either 
faction to “slip something over” would 
be universally considered unethical and 
would cause a setback in the splendid 
progress already accomplished. Gov- 
ernor Miller is expected to veto the Jud- 
son bill on account of its crudity. Were 
it to become law it would be a signal 
defeat for the brokerage interests. 





AUTO CLUB ON RECIPROCALS 

The Nashville Auto Club has gone on 
record as against reciprocal insurance 
scheme. In a letter to the Casualty In- 
formation Clearing House President 
Estes writes: “This is to advise you 
that the Nashville Automobile Club and 
the Tennessee Automobile Association 
have definitely decided to permanently 
abandon any insurance feature in con- 
nection with their work, and no insur- 
ance will be solicited by any one in the 
employ of either one of these organiza- 
tions. At the next meeting of the Nash- 


ville Automobile Club a resolution will 
be adopted to this effect.” 
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CASUALTY AND SURETY NEWS 








Companies Which 
Cover Skyscrapers 


STORY OF ELEVATOR PLACARDS 


Travelers in Lead, With Employers 
Second, and F, & C. Third, Accord- 
ing to “Sign Boards” Here 


In what casualty companies are the 


skyscrapers downtown protected, ac 


cording to the bronze placards in the 


elevators? Of ninety-three buildings, 
visited by a 


Under- 


elevators, 
The 
this week forty-four 


containing 658 
representative of Kastern 
writer were shown 


to have the bronze inspection service 
Travelers 
twelve of the buildings; the 
the Fidelity & 
ualty in five; the Indemnity Insurance 
Company of North America; Globe, 
Aetna, London and United States being 
ulso represented. 


names, the bronze placard 


being in 


Employers in nine; Cas 


The score follows: 


Broadway-Maiden Lane, 170 Broad 


way, United States. 

Lawyers Title & Trust, 160 Broad- 
way, United States. 

Am. Exch. Nat. Bank, 128 Broadway, 
F. & C. 


Manhattan Life, 
Columbia Trust, 60 
elers, 
Exchange 
& C, 
Kardos & 
Ins. Co. N. A, 
No. 1 Broadway, Travelers. 
Bowling Green Offices, 11 
London G. & A, 
Columbia, 29 Broadway, U.S. F. 
U. S. Shipping Board, 45 
Aetna, 
Trinity, 111 
Empire, 71 
U. S. Real 
Employers. 
Tite, 137 Broadway, 
Northern, 
N. A. 
Broadway 
Kr. & C, 
Langdon, 305 Broadway, 
Vincent, 302 Broadway, Travelers. 
Dun, 290 Broadway, Travelers. 
Potter Building, 38 Park Row, Zurich. 


64 Broadway, F. & C. 
Broadway, Trav 
Court, 52 Broadway, F. 


Burke, 32 Broadway, Ind. 


& G. 


Broadway, Employers. 
Broadway, Employers. 
Estate, 115 Broadway, 


Employers. 
135 William street, Ind. Cc 


Chambers, 277 


Employers. 


Park Row, 15 Park Row, Travelers. 
Travelers, 55 John street, Travelers. 
Woodbridge, 100 William — street, 


Aetna. 
Home, 95 William street, U. S. F 
Willys, 92 William street, 
Royal, 84 William street, 
L. & L. & G., 80 William street, 
Great American, 1 Liberty 

Royal Ind. 

Forty-five William, 
Bishop Building, 76 

Travelers 
Bank of 

Employers. 
French-American 

street, Travelers. 
Kuhn-Loeb, 54 William street, Globe. 
Atlantic, 49 Wall street, F. & C. 
Lords Court, 27 William street, Gen- 

eral. 
Blair & 

elers. 
Vanderbilt, 


Aetna. 


Globe. 
William 
68 William 


Canada, street, 


Bank, 67 William 


Ca... ‘Broad street, Trav- 


182 Nassau street, Em- 
ployers. 
Prescott, 65 Nassau street, Em- 


ployers. 


Sheldon, 68 Nassau street, Globe. 
Syndicate, 56 Liberty street, Trav- 
elers, 


Mutual Life, 32 Nassau street, 
elers. 
National Bank of Commerce, 


Trav- 


31 Nas- 


sau street, Travelers. 
Hudson Terminal, Church - street, 
Employers, 


Broadway, 


Broadway, 


Broadway, 


.& G. 
Royal Ind. 


Globe. 
street, 


street, 


What Donaldson Would 
Do When Brokers Don’t 
Pay After Collecting 


RESPONSIBILITIES VIEWED 


Should Not Premiums Be Collected 
Direct By Agency? If By Brokers, 
They Should Give Financial 
References 
insurance com: 


Thomas Lb. Donaldson, 


missioner of Pennsylvania, has made 
letter which he 
giving his views on the 
subject of cancellation of policies fo1 
alleged non-payment of premium, the 
insured having paid a broker who fails 
to pay the company. He says that in 
surance men in every community 
should refuse to do business with de 
linquent or incompetent brokers o° 
agents. Continuing he says: 
Definition of Broker and Agent 
In the Pennsylvania statutes the distinction 
between agent and broker is not necessarily 
final because the distinction is too frequently 
wiped out in actual conduct of the business. 
Distinction between broker and agent is, in a 
majority of issues, merely a frame of mind. 
An agent is defined as follows: 
An agent is an individual, 
or corporation, 
company, 


public an interesting 
has prepared as 





co-partnership 
authorized in writing by a 
association, or exchange 
(a) To solicit risks and collect premiums, 
and to issue or countersign policies in 
its behalf; or 
(bh) To solicit risks and collect premiums 
in its behalf. 
A broker is defined as follows: 
Au insurance broker is a= person, co 
partnership, or corporation not an officer o1 


agent of the company, association or ex 
change interested, who or which, for com- 
pensation, acts or aids in any manner in 


obtaining insurance for 
himself or itself. 

It might be well here to say that the 
“solicitor” is in common use by the 
(a distinction between grades of 
the Penns ylvania laws license 
and “brokers.” 

The broker is of the opinion that he 
a buyer of insurance; that he represents only 
the insured. But, the company pays him; and 
further, he handles the company’s premiums and 
delivers the policies. 


What Pennsylvania Law Says of Broker 


The Pennsylvania law 
that in the conduct of the business a_ broker 
may be the agent for the company in collecting 
premiums, See section 633 of Act No. 285, May 
17, W921, and note the underlined words: 

“Larceny by Agents and Brokers—An in 
Surance ayent of broker who acts in neyo 
tating a contract of insurance for an in 
surance company, association, orf exchange 
lawfully doing business in this Common 
wealth, and who embezzles or fraudulently 
converts to his own use, or who, with intent 
to use or embezzle, 
wise disposes of, or fraudulently withholds, 
appropriates. lends, invests, or otherwise 
uses, or applies, any money or substitutes for 
money received by him as such agent or 
broker, contrary to the instructions or with- 
out the consent of the company, association, 
or exchange for or on account of which the 


a person other than 
word 
companies 
agents) but 
only “agents” 


is solely 


distinetly recognizes 


takes, secretes, or other 


same was received by him, shall be guilty 
of larceny. 
It is going far to expect the public to dis- 


tinguish between a broker and an 
most certainly when a_ broker 
the public must not be made to suffer. If noth- 
ing else it is unfair and unbusinesslike to ean 
cel a policy for non-payment of premium when 
the insured has actually paid the premium. Tt 
is staggering to a policyholder to face a double 
demand for premium payment or threat of ot 
actual cancellation. He very naturally draws 
the conclusion that all insurance agents, brok 
ers and companies are “sharpers.” 


Curt Notices of Cancellation 


Some home offices and 
advised method of 
cancellation to the 


agent; and 
“goes wrong” 


agencies adopt the ill 

sending a curt notice of 
: insured as a speedy means, 
from their viewpoint, of ascertaining whether 
or not the insured paid the broker. <A_ polite 
letter of inquiry is proper. Any curt cancella 
tion notice is, from the insured’s standpoint, 
brutal, and policy reinstatement does not re 
lieve the irritation which is bound to reflect 
upon the entire business of insurance. 
The great business of insurance 
friends, not enemies. 


Two Decisions 


Two law decisions of the Pennsylvania Su- 
preme Court (Lebanon Mutual Fire vs. Erb; 112 
Pa.. 149 (1888) and Peretzman vs. Ins. Co. State 
of Pa.; 258 Pa. 317 (1917) plainly establish the 
principle set forth in this bulletin: that the 
broker is the company’s agent for the collec- 
tion of premium and delivery of policy. In the 
Erb case the Court said: “Although not the 
agent of the company, in any general sense, he 
thereby became the agent for this particular 


deserves 
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purpose upon payment of the premium. The 


avency is necessarily implied from the nature 
of the transaction itself.” In the Peretzman 
case the Court said: “See & Depew, the in- 
surance brokers, who were the agents of the 


insurance company for the delivery of the 
policy, were its | agents for the collection of the 
premium on it.” This is sound law because it 
means square dealing with the public. 

The public’s viewpoint toward insurance as 
a business in itself’ is a far broader viewpoint 
than insurance men have toward their own 
business. The public do not discriminate as_ to 
whether 5 agent is a life or fire or casualty 
man. He is an “insurance man.’ On the other 
side, the men in the game often smirch their 
own calling by violent attacks upon stock or 
mutual or Lloyd’s or reciprocal types of car- 
riers. It is not of record that men in the coal 
business or the steel business inveigh against 
their own fraternity. A man who is shy of facts 
usually resorts to abuse of his competitor; but 
abuse is a losing argument. 

This department does all that it can to con- 
fine the granting of license to individuals of 
intelligence and good business reputation. But 
the department’s aims are often frustrated by 
zeal of agents and home offices who are too 
prone to endorse, for license, any individual 
who may be able to control a few insigniticant 
premiums, Each applicant’s questionnaire must 
be endorsed by individuals in the insurance 
business. The department must depend upon 
the good faith and knowledge of the endorsers. 


Spending Money Not One’s Own 


The insurance business is one of the few in 
the world where the salesman gets his hands 
on the company’s money. <A large premium 
suddenly coming into custody of a new man 
turns his head. He has never handled so much 
money before, and he overlooks the fact that a 
commission isn’t earned until a premium is 
earned. He is too apt to spend that which is 
not his. 

Would it not be best for established agencies 
to demand of new agents and brokers that pre 
miums be collected direct by the agency? Oth- 
erwise, should not some financial reference be 
given? Your answer possibly is: “Oh, he will 
yo next door to my competitor and the com 
petitor will take the business.” Is it impossi- 
ble to conceive of an agreement among all in- 
surance men by which they will co-operate and 
refuse to deal with every stranger who “teases” 
them with a premium or two? The lack of 
reasonable co- operation among insurance men 
permits the incompetent licensee to create a 
large amount of disturbance and _ resultant 
financial loss. The department can only com- 
mence to administer discipline after the dam- 
age is done. Prevention is primarily in the 
hands of insurance men. 

The insurance business cannot be any more 
free from the shock of “bad debts” than any 


other business; and every broker, agent and 
home office must expect, and must sustain, 
some losses. Considering the millions of pre- 


miums written annually there is mighty small 
loss actually sustained. In any event, a pre- 
mium loss occasioned by the delinquency of a 
broker or agent must certainly not fall upon 
the unoffending insured. 

This department has time and again, in con- 
sideration of the public, gone beyond its super- 
visory duties to aid delinquent agents and 
brokers, helped them conserve moneys and pay 
their balances to the companies. It should not 
he necessary for the department to insist—but 
it invariably does insist—that it is beyond the 


dignity and fairness of the insurance 
to attempt to cancel policies for 
of premiums when the insured can show proof 
ot payment. In event of litigation the insured 
is practically certain to win, no matter what 
legal distinction between agent and broker may 
be_ offered. 

The insuring public are entitled to your con 
sideration, as well as to your satiate 


business 
non-payment 





UNION INDEMNITY’ Ss BUSINESS 


The premium writings of the Union 
Indemnity Company of New Orleans for 


the year 1921 are as follows: 
PIOCCTNORG “oe bia wide odled acdeeite.c $345,339 
PR cet els Seer tos Mester 8 285,437 
AOUO TAGDING Yo ino:cececec weve vie 734,357 
Liability other than auto... 210,768 
Workmen's compensation .. 453,761 
BUCUIUY, 6 isidiexe accion eo daleis wets 24,272 
PUNO 4okicacenows ieisaiee ees 149,408 
PIAEO BIABE: 60s okies ccerelovs aneie’s 305,293 
Burglary and theft ........ 284,064 
Auto property damage and 

Toy TES bo) | Me eee 311,809 
Property damage and col- 

lision other than auto .. 6,32 
Workmen’s Collective ..... Pripe 


$3, 50, 910 





MRS. L. Lb. ROBERTS IN LEAD 

The Agents Record. of the National 
Casualty Company for the present 
month, leads its honor roll of division 
managers from January 21 to February 
20, with the name of James R. Garrett. 
The agent who did the largest amount 
of business in New York State during 
the same period was Mrs. L. L. Roberts, 
of the Maiden Lane office. Joseph H. 
Lessing, of the same office won an 
honor roll prize. 


MISSISSIPPI AGENT A VISITOR 

W. A. Montgomery, state manager for 
Mississippi for the National Surety, has 
been in New York on company business. 
He has been in conference with the 
home office. Special agent Joseph L. 
Armiger is on a trip to California on 
special business. 








WINFIELD W. GREENE 


Consulting Actuary 
and Underwriter 


35 Nassau Street New York 
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Burglary Insurance 





By FRED S. GARRISON, Travelers 








No. 2 























Mercantile Open Stock Burglary In- 
surance is a form which the statistics 
show has carried a high loss ratio for 
many years, and here again one of the 
greatest difficulties is that storekeepers 
will not carry a sufficient amount of in- 
surance. In February of 1921 a new 
standard policy containing an 80% co- 
insurance clause was placed on the mar- 
ket by all companies. The 80% clause 
in this case could not apply in the same 
manner that it applies in fire insurance 
because there is not the same possi- 
bility of a total burglary loss that there 
is of a total fire loss. A furrier with a 
$10,000 stock should probably carry 
100%, or at least 80%, burglary insur- 
ance, but this is not true of the furrier 
who carries a stock valued at $200,000 
because burglars could not carry away, 
or at least never have carried away, 
furs valued at that amount, although it 
is true there have recently been fur 
losses in some of the larger cities rang- 
ing from $25,000 to $50,000, with at least 
one fur loss that involved a claim of 
$75,000. The problem which confronted 
the burglary insurance underwriters 
was to fix the maximum amount which 
was deemed necessary for each store- 
keeper in the various classifications to 
carry. If this amount is carried the 
coinsurance clause does not apply. If 
the value of the goods insured is less 
than the coinsurance limit specified in 
the policy, the assured is required to 
carry insurance up to 80% of the value 
or the loss is pro-rated in the propor- 
tion which the amount of insurance 
bears to 80% of the value. If a haber- 
dashery and men’s furnishings store 
carries a stock of $15,000, the amount 
of insurance required by the co-insur- 
ance limit is $10,000, and if the assured 
carries only $7,000 insurance he can 
collect seven-tenths of his loss instead 
of seven-twelfths, $10,000 being consid- 
ered the largest burglary loss that can 
occur in a store of this kind, and, there- 
fore, this amount is used as a basis for 
applying the 80% co-insurance clause; 
but if the value of such a stock is $8,000 
the assured is required to carry at least 
$6,400 insurance, or his loss will be pro- 
rated in the proportion which the 
amount of insurance bears to $6,400. 

Another problem that arose in this 
connection was that prior to the adop- 
tion of the co-insurance policy the man- 
val classifications were based on the 
particular kind of goods to be insured. 
One storekeeper might divide his insur- 
ance between several kinds of goods 
and insure each kind at separate rates, 
but when it became necessary to adopt 
the co-insurance clause it was found 
that this custom would require a sepa- 
rate co-insurance clause for each class 
of property insured, so it was decided 
to change the method of classifying 
risks to the kind of business conducted 
in the premises rather than the kind of 
f00ds to be insured. The policy covers 
all merchandise in the premises and 
the co-insurance clause applies to all 
such merchandise, regardless of what 
kind of merchandise it is. 

Still another problem that confronted 
the companies in connection with this 
change from a non-coinurance policy 
to one containing the co-insurance re- 
quirement, was that formerly the policy 
limited so-called show window losses to 
$200 unless additional show window in- 
surance were carried at an additional 
Premium. If this clause were left in 
the policy it would in some cases have 
caused complications in attempting to 
apply the co-insurance clause to the 
adjustment of a loss because it would 
not be fair to require full insurance up 
to a specified amount on all property in 
the premises, including property in the 


show windows, and then pay the as- 
sured only $200 in case of a show win- 
dow loss. It was thought possible that 
the co-insurance clause might be based 
on all property in the premises, exclud- 
ing that in the show window, but then 
it was feared by some underwriters 
that some shrewd policyholder might 
defeat the purpose of the clause by 
placing certain goods in the show win- 
dow after the loss or claiming the 
goods were there before the loss, in 
order to eliminate such goods from the 
application of the co-insurance clause, 
and thereby escape a possible reduction 
in the indemnity payable; so it was 
decided to provide full coverage on 
property in the show window and apply 
the co-insurance clause to that property 
as well as to all other property in the 
premises. 

This, of course, is a broadening of 
the policy coverage, in that the old 
policy limited such coverage to $200 and 
the new form contains no.limit for show 
window losses other than the total 
amount of insurance under the policy, 
but it was believed that the companies 
could well afford to grant this additional 
coverage in view of the co-insurance 
requirement and the rates which it was 
hoped would be «adequate to cover the 
entire risk. The new plan resulted in 
the loss of some renewals, but it also 
resulted in a material increase in the 
average premium per policy, It is too 
early to compile the statistics on this 
form, but that work will be done in the 
near future and the companies will then 
know just how much of an improvement 
the new method is over the old one. 


Safe Insurance Becoming Po2ular 

Mercantile safe burglary insurance is 
a form that is steadily becoming mors 
popular and is intended to furnish pro- 
tection to storekeepers and merchants 
against loss occasioned by burglarizing 
their safes or vaults. I have already 
referred to the insuring clause of this 
policy and the methods used by burg- 
lars in gaining access to the safe or 
vault. An important feature in con- 
nection with this form of insurance 1s 
the property damage caused by forcing 
open the safe or vault, or attempt there- 
at, which applies not only to the safe 
or vault but also to ail furniture, fix- 
tures and property in the premises, 
except plate glass, and also for-all dam- 
age, except by fire, to the premises if 
the assured is the owner thereof or is 
liable for such damage. There are com- 
paratively few mercantile safe losses 
which do not involve property damage, 
and this is not confined to the safe 
or vault. Burglars frequently use 
blankets and other articles to place 
around the safe to deaden the sound 
of the explosion and in such cases the 
policy covers the damage to the blan- 
kets or other property which may be 
used for this purpose. 

The coverage under this policy is 
similar to that provided under the copy- 
righted Bank Burglary Policy except 


that it does not provide insurance 
against Interior Robbery or Hold-up 
losses. There are a few restrictions, 


one of which provides that the com- 
pany shall not be liable if the loss is 
effected by opening the door of any 
vault or safe by the use of a key or 
by the manipulation of any lock. This 
is necessary because the moral hazard 
is extremely important in this line, as 
well as the Residence and Open Stock 
lines, and were it not in the policy the 
companies might be forced to pay many 
claims of a fraudulent nature. There 


would be no conclusive means of as- 
certaining whether the safe was actual- 
ly locked the night the loss occurred 
or whether it had been unlocked by 
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an employe who had the combination, 
which loss should be properly covered 
under a fidelity bond. 

The policy requirement that the safe 
must be opened by actual force and 
violence, of which there shall be visible 
marks made thereupon by tools, ex- 
plosives, electricity, gas or other chem- 
icals while such safe is duly closed and 
locked by at least one combination or 
time lock is at least a partial safe- 
guard against fraudulent claims, al- 
though there was at least one loss re- 
ported last year where the Assured 
confessed that he had hired some ex- 
pert burglars to blow open his safe 
so that he could collect the insurance. 
This policy also covers in case the safe 
is carried away from the premises by 
burglars and forced open in the man- 
ner specified, in a vacant lot or else- 
where. Such losses occur not infre- 
quently. 


Provisions of Bank Policy 

The Bank Burglary and Robbery Pol- 
icy is a form that was copyrighted 
by the American Bankers Association 
after having been drafted by the In- 
surance Committee of that Association 
and a committee representing the 
Burglary Insurance Companies. This 
Policy also provides a broad form of 
coverage and may be sold to any bank 
whether it is a member of the Ameri- 
can Bankers Association or not under 
a license issued to each company by 
the Association. 

The burglary hazard as respects 
forcible entry into the safe or vault is 
covered in practically the same n.anner 
that this hazard is covered under the 
Mercantile Safe Burglary Policy, but 
in addition the Bank Policy provides 
coverage against loss by Robbery or 


Hold-up occurring within the premises, 
but separate premiums are charged for 
insurance against the burglary and rob- 
bery hazards. Prior to 1919 both were 
covered for one premium. Up to 1918 
a majority of the losses were due to 
burglary, but recent statistics show 
that the robbery or hold-up hazard is 
the more dangerous of the two, and 
that such losses constitute two-thirds 
of the total bank losses, only one-third 
being due to actual burglary into the 
safe or vault. This policy contains a 
few restrictions, the principal one of 
which provides that the company shall 
not be liable if an employe of the as- 
sured is criminally implicated as a 
principal or an accessory in effecting 
or attempting to effect the loss. Such 
coverage is provided under a fidelity 
bond and, therefore, it is unnecessary 
to include it in the Bank Burglary 
Policy. 





DRIVE FOR PLATE GLASS 

Agents of the Fidelity & Casualty are 
being urged to make a drive for new 
business in plate glass following the 
recent rate reduction. The March Ser- 
vice Bulletin of the company suggests 
that the new rates open the way for 
resolicitation of many self-insurers. Co- 


_ operation in every way is promised by 


the home office in order to make up in 
volume for the loss through reductions 
in renewal premiums. 


The Fidelity Insurance Co. of Can- 
ada, of which A. E. Kirkpatrick (Cana- 
dian manager of the United States 
Fidelity and Guaranty) is president, 
has received its license from the De- 
partment of Insurance, Ottawa, and will 
transact guarantee business. 
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Assets 
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Losses paid to December 31, 1920 


Fidelity, Surety, 








and Burglary, Robbery, Automobile Liability, 
Miscellaneous Plate Glass, and All Other 
onds Boiler, Engine, and Fly-Wheel Liability Lines 
Insurance 


The Fidelity and Casualty Company of New York 
92 LIBERTY STREET, NEW YORK, N. Y. 
Metropolitan Offices—90 and 92 William St. 

ANNUAL STATEMENT DECEMBER 31, 1920 


occ cccccccceccescccccococecs $24 470,003.77 
en erccccvescscccceccecoseces 19,132,734.64 
00 


CREEL ovievicneanansicaahanaineameialentn’ 
Surplus over al] liabilities........... 


cniguenatdkdenshadadagnedine 78,551,312.58 
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Accident, Health, 
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Nat Troutman Has Many Friends 

N. W. Troutman is superintendent of 
the metropolitan developing department 
of the 
Metropolitan 











Cobb, “Nat” is of the energetic nervous 
type that hag plenty of pep and wants 
to be doing something all of the time. 
In addition to his regular duties he 
Company’s compiles the “Metropolitan Messenger,” 
Like Ty the magazine which is published by 
Manager Grahame’s office, and he does 
many other things which add to the 
esprit de corps of the Metropolitan de- 
partment. 


Globe Indemnity 


department. 


Although young, he has been in the 
insurance business nearly seventeen 
years. His first job was that of office 
boy for E. E. Clapp & Co., and he 
worked up through to counterman 


lines. In 1909 he got his first soliciting 
experience when he joined the Aetna, 
working in the accident and health 
field. After two years with the Aetna, 
he joined the U. S. Fidelity & Guar- 
anty Company as assistant superintend- 
ent of the accident and health depart- 
ment. Later, he became superintend- 
ent of that department. 


The Globe Indemnity called him in 
1913 to manage its accident and health 
department in the New York branch 
office. Manager Thomas J. Grahame 
made him organizer and superintendent 
of the developing department in Janu- 
ary, 1919. He now has supervision over 
agency work in Long Island, the Metro- 
politan territory and up the river as 
far as Kingston and of development 
work among the brokers in the Metro- 


NAT TROUTMAN politan district. 


handling accident, health and burglary 


First Names of Insurance Celebrities 

The new letterhead of the Casualty & 
Surety Club of New York prints the 
first names of some of the best known 
men on the Street. You generally find 
their names printed with initials only. 
The first name of M. E. Jewett is Mil- 
ford, and W. G. Falconer, Walter; of 


D. G. Luckett, Daingerfield. 
s s & 
Booth at Travel Show 
The Aetna Life & Affiliated Com- 


panies have a booth at the International 
Travel Exposition, It features tourist 
baggage, personal effects and personal 
accident, 

* * * 

Clever Insurance Bulletin 
McKinney & Allen, Inc., of Sioux 

Falls, S. D., are issuing a clever insur- 
ance bulletin for their clients. 

* * 


After Harlem Hold-up Men 

So many agents and collectors of the 
casualty and accident companies have 
been held up and robbed in Harlem 
recently that the companies are talking 
of organizing for the better protection 
of their employes. The collectors who 
always carry a handbag are obliged to 
enter dark hallways in tenement houses. 
They are evidently watched from the 
time they leave their offices; one of 
the hold-up men runs ahead to a tene- 
ment that they know ig to be visited 
and goes up the dark stairway to the 
roof. The ofher crooks follow the col- 
lector in, and when the thug up stairs 
comes down, the insurance man is be- 
tween two fires and when pistols are 
pointed at him from front and rear he 
is obliged to give up whatever he has 
about him in cash. Several agents of 
the National Casualty have been robbed. 

* 


A Newark Record 

One of the office agents of the New- 
ark Branch sent out twenty-five letters 
on residence public liability insurance, 
and then followed them up. Out of 
these twenty-five circularized prospects 
he sold nine residence public liability 
policies and one automobile policy. 


Agent Uses Radio Phone 

John A, Dalzell, a local agent of Pitts- 
burgh, spoke to fifty thousand persons 
in thirty-eight states by using the radio 
telephone of the Western Electric Man- 
ufacturing Company. He spoke on auto- 
mobile insurance, describing the various 
forms of coverage, and emphasized the 
value of observing laws and regu'a- 
tions. This talk of Mr. Dalzell undoubt- 
edly holds the record in the insurance 
world for size of audience, as it is esti- 
mated that fully fifty thousand persons 
heard him talk. 


HEARING ON TAX BILL 








Miller Grants Request of Brokers to 
Voice Opposition to Judson Bill 
Taxing Outside Covers 





Governor Miller has granted a hear- 
ing for Friday, April 7, in the executive 
chamber at Albany upon the Judson 
bill, which provides for a tax of 1% 
on the face amounts of unauthorized 
agreements of indemnity. This bill 
exempts all marine contracts, but ap- 
plies to other forms of insurance and 
apparently is intended to strike at cas- 
ualty covers placed with Lloyd’s. It 
was introduced by Assemblyman Jud- 
son in the Finance Committee and was 
passed during the final hours of the 
legis'ative session without notice from 
the brokers, who since then have voiced 
vigorously their opposition to any re- 
strictive measure taxing the _ face 
amount of an insurance policy, which 
tax in most instances would equal, if 
not exceed, the ac tual premium paid. 


STARK WITH U. S. F, & G. 
The United States Fidelity & Guar- 
anty Company has appointed Howard 
B. Stark as a general agent for the 
company in Albany. 





The net premium income of the Inter- 
Ocean Casualty Company of Cincinnati 
for 1921 was $954,211 and the total ad- 
mitted assets were $422,565. Both items 
show appreciable increases over 1920. 























The Sign 
of Good Casualty Insurance 
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HEAD OFFICE 
UNITED STATES BRANCH 
134 South La Salle Street 
CHICAGO 


F. W. LAWSON, General Manager 


The company of “super service” is not a name that has 
been “applied” to the London Guarantee & Accident. It 


is a name well earned in more than fifty years of close 
co-operation with its agents. 








Over sixty years 
of public service 





INCORPORATED 1860 





__UNITED 
FIREMEN’S INSURANCE 
COMPANY 


OF PHILADELPHIA 


HOME OFFICE 
430 Walnut Street 
PHILADELPHIA 


F. W. LAWSON, 


Over sixty years of public service faithfully performed 
have established the United Firemen’s as an institution 
of utmost dependability. An old reliable company writing 
Fire, Tornado and Automobile Insurance. 
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Free Policies Help Sell 
London Newspapers 


FOUR 





IN KEEN COMPETITION 





Editor Ralph D. Blumenfeld, of “Daily 
Express,” Visitor Here, Says It’s 
Costly But Pays 





Kirst hand information about the 
free insurance protection of the London 
daily newspapers, given to readers in 
an attempt to increase circulation, was 
told reporters here this week by Ralph 
D. Blumenfeld, editor of the “Daily 
Express,” now visiting this country. 

“Four of the leading newspapers, 
‘The Daily News, ‘Daily Chronicle,’ 
‘Daily Mail’ and ‘The Daily Express,’ 
are spending millions of dollars in a 
great circulation fight in which the 
readers receive insurance benefits 
hitherto undreamed of. One paper ex- 
ceeds the other in the generosity of 
its offers. All you have to do is to 
cut out a coupon, sign your name, insert 
the name and address of your news- 
dealer and then go out and have an 
accident or take diphtheria or some- 
thing equally devastating. 

$25,000 a Week for Publicity 

“Then,” Mr. Blumenfeld continued, 
“according to the nature of the par- 
ticular paper’s policy you draw $10 or 
$20 a week for a specified time. If 
you are killed in a railroad wreck, we 
of ‘The Daily Express’ pay $15,000 to 
your heirs, and if both husband and 
wife are killed we make it $30,000. It 
is a fierce and desperate battle in which 
circulations are soaring up by the thou- 
sands daily. If it goes on we shall 
be insuring people against work! 

“Costly? Of course it is. We have 
paid out more than $100,000 in three 
months. Besides, we spend as much 
on publicity, since we believe in adver- 
tising, as we do on the actual policies 
which are handled by the insurance 
companies. The four newspapers in 
this fight are today spending among 
them $25,000 per week on insurance 
publicity alone and this represents a 
quarter of the whole cost. Where will 
it end? Well, that’s another story.” 





TAKE STANDARD ACCIDENT 

Another one of the leading fire insur- 
ance agencies in New York City has 
decided to establish a casualty depart- 
ment-——Darby, Hooper & McDaniel, of 
122 William street, have been appointed 
agents of the Standard Accident Insur- 
ance Company, of Detroit, and will com- 
mence writing business for the Stand- 
ard Accident on April 1. 

The Standard Accident Insurance 
Company has a metropolitan depart- 
ment, at 1 Liberty street, of which C. 
A. Timewell is manager. The company 
was organized thirty-eight years ago 
and its assets-are now $14,231,086. Sur- 
plus to policyholders is $3,024,771. The 
Standard Accident writes personal acci- 
dent and health, automobile liability, 
property damage and collision, work- 
men’s compensation, employers, eleva- 
tor, teams, general and public liability. 





MILLER JOINS NEW AMSTERDAM 

F. Morris Miller, formerly with the 
Kk. B. McConnell & Co., general agency 
of the Maryland Casualty Company as 
underwriter for court bond business, 
has joined the New Amsterdam Cas- 
ualty Company as special representa- 
tive for the development of fidelity and 
surety business and particularly for 
court bond business. 


'Gets Mutual Appointments 

J. A. Jessup, of the Car and General 
and Royal Exchange, has been ap- 
pointed casualty manager of the British 
Traders and Union of Canton with 
headquarters at Montreal. He is. a 
graduate of the Ocean, a sound under- 
writer who built up one of the best 
Casualty businesses in Canada for his 
late companies. 


Successful Brokers 
Good Business Men 


KEEP IN TOUCH WITH CLIENTS 





David Meiklejohn, Aetna, Gives Sug- 
gestions for Facilitating and 
Economizing Handling 
Important Details 





The need for improvement in the 
contact between the broker and the in- 
surance company was one of the sub- 
jects discussed at the noon-day meet- 
ing of the Aetna class in insurance on 
Monday when David Meiklejohn, man- 
ager of the Business Developing depart- 
ment of the Aetna at 100 William 
street, gave a practical talk, with sug- 
gestions for the efficient handling of 
important details, on the broker's bus!- 
ness transactions with the company. 
He also gave examples of how the 
broker may improve his collections, 
pointing out the importance of good 
salesmanship in this connection. 

In emphasizing the necessity of un- 
derwriting knowledge on the part of 
the broker Mr. Meiklejohn said, “After 
the broker has placed the’ risk his 
work really begins.” The broker should 
keep on file all data concerning the 
risks which he places, for he owes it 
to his clients to give them the best 
possible service. Copies of the inspec- 
tion reports contain much information 
with which the broker should be: fam- 
iliar as he may often be able to save 
his client money by a revision in rates. 
Business-like methods on the part of 
the broker are essential and he should 
keep his records up to date. The in: 
surance companies are always glad to 
furnish the broker with copies of all 
correspondence between the office and 
his assured. 

Premium Collections 

“Keep the client and get the money 
—calls for good salesmanship,” said 
Mr. Meiklejohn, in discussing how the 
broker may improve his collections. In 
the first place, insurance should be sold 
with due regard to the good will of the 
client. And in order to make his col- 
lection work constructive, the broker 
should have knowledge of credit work. 
Overdue premiums are a vital question 
with the companies and of course they 
are extremely important to the broker. 
Oftentimes an over due account can 
be settled by re-dressing the risk and 
thus making it possible for the assured 
to pay. Mr. Meiklejohn cited several 
examples where risks had been re- 
written on a different plan in order 
to change the amount due. 

One client was so well-pleased with 
the service rendered that he voluntarily 
turned his automobile line over to the 
broker as a token of his appreciation. 
This client had a premium of $15,000 
which fell due during the early Fall 
months but which, when rewritten, was 
reduced to an initial payment of about 
one-third of that amount, thus enabling 
him to pay it at once and thereby hold 
his insurance. Mr. Meiklejohn gave 
other instances where good salesman- 
ship kept business on the books, and 
the brokers were strongly impressed 
with the good results. He also pointed 
out that June and December are the 
best months for collections. 





F, & C GENERAL AGENT DIES 





Agency Superintendent Kelly Attends 
Funeral of Vermont 
Man 





J. Hyman, general agent for the Fi- 
delity & Casualty at Rutland, Vermont, 
and one of the most prominent insur- 
ance men in the state. died at his home 
on Sunday, March 19. Superintendent 
Kelly, of the agency department, at- 
tended the funeral. Mr. Hyman has 
had a long and successful career ini in- 
surance and his associations with the 
Fidelity & Casualty have been such as 
to earn the friendship of his business 
acquaintances. 














The “‘Home”’ of Automobile Insurance 





Chester M. Cloud 


Metropolitan Agent 
Automobile Dept. 


The Home Insurance Co., New York 


59-61 Maiden Lane 
Phone: John 1363 
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The METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
HOME OFFICE, 


47 CEDAR STREET 
CHARTERED 1674 


GLASS INSURANCE 


S. Wm. Burton, Sec’y 
Albert H. Lahy, Asst. Sec’y 
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“Good Rule”’ 
for Success 
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How roany of these lines 


do you sell the Manufacturer? 


ALMOST every manufacturer in your com- 
munity, for the proper safeguardinz of him- 
self, his family and his business, requires 
one or more policies in each of the follow- 


selling? To see the opportunities you are 
losing take any one of the manufacturers 
among your clients and check on the list 
below each line you have sold him during 


ing lines. How many of them are you the past year: 
Accident Fidelity Bonds Fire 
Health Check Alteration and Forgery Use and Occupancy 
Group Disability Workmen’s Compensation Explosion 


Automobile Fire 

Automobile Theft 
Automobile Liability 
Automobile Property Damage 
Automobile Collision 
Combination Residence 
Paymaster Robbery 


Plate Glass 


MUuLTIPLy the unchecked lines above by 
the number of manufacturers in your com- 
munity and you have a rough average of 
the business you are losing by not being 
an Aetna Multiple Line agent! The agent 
who represents in his community the A2tna 


Public Liability 
Engine Breakage 
Electrical Machinery 
Sprinkler Leakage 
Water Damag~ 


Elevator Proverty Damage 


Tornado and Windstorm 
Riot and Civil Commotion 
Transportation 

Motor Truck Contents 
Personal Effects 

Life 

Group Life 


Affiliated Companiescan furnish each of his 
clients—be he manufacturer, banker, physi- 
cian or merchant—with practically any 
needed form of insurance protection—all 
of the same sterling quality and backed 
by the same absolute financial security. 


IT PAYS TO BE AN AZTNA-IZER 


There are still some attractive agency openings in the Atna organization. There 
may be an onnortunity to repres‘nt th: /Etna Companies in your locality. 
It will pay you to inquire. Write W. L. Mooney, Agency Secretary. 


AETNA LIFE INSURANCE COMPANY 


(Accident and Liability Department) 


A/ETNA CASUALTY AND SURETY COMPANY 
AUTOMOBILE INSURANCE COMPANY 


OF HARTFORD, CONN. 


e Largest Multiple Line Insurance Organization in the World 














